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You don’t even have to 


change their telephone number! 


Stromberg-Carlson’s Fourth Wire makes “terminal- 
per-station” assignments easy. You can eliminate the 
need to change a subscriber’s number when he 
changes location. 

Here’s how . . . By arranging for “terminal-per- 
station” operation in your dial office, you gain a new 
flexibility that permits moving a subscriber from 
one cable pair to another, or to another party line, 
without having to assign a new number. This fea- 
ture makes even traffic distribution possible on all 
switching groups without making any equipment or 


trunking changes. 


Higher revenues made feasible 

You can upgrade that subscriber from multi-party 
service to single party, without number changes. 
Not only do you save on directory changes, but you 
also use less equipment and operator time for inter- 
cept service, since there are no number changes. One 
hundred percent intercept of all unused numbers 
can be provided at very nominal cost—a requirement 
for nationwide dialing. 

“Terminal-per-station” works this way: Each sta- 
tion has its own connector-terminal—instead of one 


connector-terminal serving the whole party line. 


Service more than tripled 
You get more revenue from your equipment, be- 
cause one office code will serve a maximum of 10,- 


000 stations in a “terminal-per-station” office but 





would serve only 3,000 stations in the average ter- 
minal-per-line office. 

You can get the advantages of “terminal-per- 
station” operation with an XY® System, because of 
Stromberg-Carlson’s unique Fourth Wire. 

This Fourth Wire can mark each connector- 
terminal individually for any desired ringing. This 
means that practically all subscriber shifts within 
the office area can be handled without number 
changes, and efficient fill of connector-terminals can 


be maintained. 


Cost lowered, too 
Since the Fourth Wire is an integral part of every 
XY System, you get all the advantages of “terminal- 
per-station” operation at much lower cost than with 
other systems not having this Fourth Wire. 
Your Stromberg-Carlson representative will be 
glad to answer your questions about frequency 


marking and “terminal-per-station” operation. Call 
ve) 


or write him. 


ExcLusivE FourtH WIRE 


nt lpn t*+esags provides maximum effi- 

Yi wi \ iti Hy ‘44 ciency in loading party 

N lines. When a subscriber 
a requires a different ring, 
you simply change a 
jumper to the Fourth 
Wire, and the shift is made. 
Result: His number stays 
the same, and you have a 
possible 100% cable fill. 














rect tron 


AY THEC 





igned 

AN-RU 
pnt. Ide 
identia 
les for 


‘le eng 


4 














rove Service, Reduce Costs and Eliminate 
et Supply Problems with RECTIFU 


Rk. Eliminates installation of storage 








tteries . operates one or more 
BX.sor one or more Key equipments 
ect from an A.C. source. Made by 
KYTHEON MANUFACTURING CO. 
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Long Service Life and Low Plant Costs 
go hand-in-hand with the installation of 
ENDURPRENE The Neoprene Drop 
Wire available in both Copperweld and 
Bronze. This flexible and easy to handle 
wire is made by GENERAL INSI 

LATED WIRE WORKS, INC. 


9-Circuit Power Cross Protector provides 
a single assembly for 5 circuits to be 
mounted on a 10-pin arm requiring only 
a single ground wire. Easy to install 

use only 3 mounting screws. Made by 


COOK ELECTRIC COMPANY. 


PHONE OR WIRE YOUR NEXT ORDER FOR SUPPLIES TO . 


A Division of International Telephone and 


Telegraph Corporation 


ELLOGG SWITCHBOARD AND SUPPLY COMPANY 
2ALES OFFICES: 79 West Monroe Street, Chicago 3, Illinois 
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Automatic Constant Voltage Charger — ope: 
ates without moving parts. Compensates 
for changes in input voltage load. Single 
Phase Flotrol in the 24 and 48 volt 
types are available in range of sizes 
from 1 to 24 amperes. LORAIN 
PRODUCTS CORPORATION, 







YOUR NEAREST 
KELLOGG SHIPPING 
POINT IS NEVER 
FAR AWAY! 


KELLOGG Branch Warehouses 
erat: Mm @haila-t 


6000 W. 51st Street 
Chicago 38, Illinois 
REliance 5-5445 


4501 Truman Road 
Kansas City 1, Missouri 
Humboldt 7085 


410 N. Syndicate Avenue 
St. Paul 4, Minnesota 
Nestor 5878 


1515 Turtle Creek Blvd. 
Dallas 2, Texas 
Prospect 5191 


1663 Mission Street 
Noli Macclilat ico MC Mm @elibiclailis 


Market 1-6011 


1555 West Fourth Street 
Mansfield, Ohio 
Mansfield 7-2816 


KELLOGG Branch Offices: 


406 S. Main Street 
Los Angeles 13, Calif. 


720 S. Washington Street 
Portland 5, Oregon 






FLASHES 
AND PLUGS 


a a! 


BATTLE WITH DEMON RUM. The papers told recently of a 


minister and his wife in British Columbia who sleep soundly now, 
undisturbed by calls for bootleg whisky. 

















All over Vancouver, however, less serene souls are trying to 
remember the new telephone number of their bootlegger, who was 
driven from his old, familiar number by the congregation of the 
Anglican Church, 


It all began about six months ago when the minister received a 
new telephone number. It was only one zero different from that of 


one of the oldest bootlegging establishments in town. 


Customers seeking another bottle after the 2 a.m. closing of the 
government-supervised liquor stores, and on Sundays, either had 
bad memories, poor eyesight or awkward dialing fingers. The 
reverend gentleman’s telephone began ringing. 


There was seldom a night when the minister and his wife could 
get uninterrupted slumber. “Send a bottle.” said the voices. 


Finally, the harassed minister telephoned the bootlegger and 
asked him to change his number. 


“You change yours,” was the reply. The bootlegger contended a 
new number would cost him business. 


“We've got our number printed on the official church note- 
paper,” said the pastor. 


The bootlegger offered to pay for new letterheads for the church. 
The minister refused. 


Last month the pastor put the problem before his congregation: 
“Here is the bootlegger’s number,” he said. “Everyone please 
telephone this number at least twice a day.” 

The bootlegger’s telephone rang so often it got so a_ thirsty 
person could get no service at all. Finally the bootlegger pulled 
down his colors and took the simplest number he could get. The 
minister and his wife retired for a good night's sleep. 


GUMMED-UP JOB. Alameda, Cal., police early one morning 


received a telephone call from a woman who excitedly reported that 
sparks were showering out of a telephone booth in a nearby hous- 


ing project. 


Officers apprehended two young men trying to cut open the pay- 
station coin box with an acetylene torch. 


They were held for investigation of petty theft. Telephone com- 
pany workers later reported that the $29.50 in the box had been 


fused into a solid mass by the heat. 


HOLD EVERYTHING. A reporter called police headquarters 


in Detroit and asked the switchboard operator for the holdup 
squad, but the line was busy. 


Reported the operator: “Holdup is held up. Hold on.” 
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elephone Employes and 


Public Relations 


Recent studies show important effect employes have 


on public’s attitude toward telephone business, and 


emphasize factors affecting that relationship 


By JOHN W. COGSWELL* 


Mi FELLOW was here yesterday 
to fix the phone. I got chat- 
ting with him, and it was 

ery interesting. I learned quite a bit 

about the telephone. He was certainly 


sold on his job. And you know, other 
workmen, when they quit—they leave 
such a mess. This fellow actually asked 

borrow a dustpan and broom. I 
nearly fell over when he said he wanted 
to clear 1p.” 

The customer who said that seems to 
have | favorably impressed, doesn’t 
she? 

Said another, “I know a young girl 
low street from me who works 
flor the telephone company. She’s do- 
ng a ight, too—buys herself nice 
clothes and things. As a matter of 
fact, she’s got my daughter sold on 


going « there to apply for a job.” 


Com) ts like 


ours, are nice to hear, aren’t 


these, made by cus- 


tomers 


they? how about one like this: 

“Aft listening to Joan complain 
for the past six months, I wouldn’t 
Want t vork for the telephone com- 
pany, suppose a big company like 
that is okay, but from what I hear, it’s 
not fo You can have it.” 

Sev: intensive research studies 
have n made recently aimed at 
lear? nore about the “anatomy” of 
custo) attitudes: why people have 
the a les they do toward our busi- 
mene where they get their ideas 
and mation. 

As 


esult of these studies, it is 
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clearly evident the personal contacts 
that take place between the public and 
telephone employes are of great im- 


portance. 

From listening to us or watching us, 
at work, at home, or 
people form thei) 
the company and its services. They be- 
think of it favorably—or un- 
favorably. Just about everybody in our 


around town, 


own opinions about 
gin to 


business is a public relations repre- 


sentative. An for the 


company. 


‘“‘ambassador” 


So when we hear a 


“T wouldn’t 


youngster Say, 
work at the tele- 
we begin to wonder. 


want to 
phone company,” 
What telephone 
pany people meet the public on and off 
the job? 


bassadors? 


happens when com- 


How do employes act as am- 


Since public opinion is so strongly 
influenced by contacts with employes, 
we asked Douglas Williams Associates, 
specialists in community and employe 
relations, to see if they could get the 
answers to some of these questions for 
us. They spent considerable time, in 
three cities, talking and visiting with 
employes and their friends, relatives, 
neighbors and acquaintances. 
highlights of their report 
interesting and challenging. 


Some 


prove both 


To begin with, they report that judg- 
ing from studies they have made for 


*Mr. Cogswell is employe information manager 
of the American Telephone & Telegraph Co. and 
he tells of a survey that was made among telephone 
employes and subscribers to see how employes 
affect the public relations of a telephone company 
His article is reprinted from Bell Telephone Maga 
zine, Spring 1955 issue. 


other unusual 


and highly favorable climate of public 


industries; we have an 


attitude in which to operate. 


In these cities, most of our subscrib- 


ers approach their contacts with the 
company and with telephone employes 
expecting they will be satisfied. Em- 


ployes seem to be aware of this, and 
generally find it gratifying to be iden- 
tified as part of the com- 
Their contacts with the public 
are mostly pleasant. 


telephone 
pany. 


We Like to Talk 
Most 
about 


talk 


com- 


employes willing to 
and the 
pany when they are away from work. 
While 
extent of 


are 
their jobs about 
this is probably true to some 
employes of any company, 
the unusually high degree of willing- 
ness among telephone employes is sig- 
nificant. 

For one thing, the telephone is a con- 
versation It’s important. 
People have frequent experience with 
it; the “way it works” 
value. So, 


“natural.” 


has curiosity 
than in other 
businesses, telephone employes become 
aware of the public interest in the 
company and the instrument, and gen- 
erally like to discuss them. 
they’re 
For, when they are 
asked the same questions over and over 
again, or when they don’t have even 
the three facts necessary to 
handle the questions, or when they are 
blamed for something they feel they 
can’t help—then they are bothered very 
much. 


more most 


Sometimes, though, 


happy about it. 


not so 


two or 


15 











“Employees Exert 
Considerable PR Influence. 














Employes don’t like to see their com- 
pany get kicked around. It’s not that 
they go out of their way to head off 
trouble or volunteer information. Ac- 
tually, they very seldom take the of- 
fensive, and most “Talking Contacts” 
with the public are initiated by the 
other party. But just let someone be- 
come publicly critical of the telephone 
company—then employes usually jump 
in and defend the company. 


Kinds of Off-the-Job Contacts 

Basically, there seem to be five prin- 
cipal kinds of employe off-the-job con- 
tacts: 


(1) Family. These contacts occur 
frequently, cover a wide and intimate 
range of subjects about the company 
and about the job, and are generally 
uninhibited. They are important be- 
cause the employe influences his fam- 
ily, and also because the family in turn 
has considerable influence on the em- 


ploye and the attitude he brings to 
work. Further, the employe’s immedi- 
ate family very often becomes impor- 
tant as ambassadors—for good or bad 
—in their own right. 


“Five Main Audiences.” 

















(2) Close Friends. These contacts 
occur quite frequently and cover a 
wide range of subjects, but they’re 
generally more guarded and far less 
intimate than those with the immediate 
family. They carry a lot of influence 
on employe recruiting. 

(3) Casual Acquaintances. Social 
contacts with casual acquaintances or 
people met for the first time often lead 
into telephone talk, but, typically, these 
contacts tend to be on more superficial 
matters than the others. Evidently, 
much opportunity for positive ambas- 
sadorship is being lost in these contacts. 

(4) Other Employes. Surprised at 
this one? Well, just put two telephone 
people together, no matter who else is 
in the group, and they’ll soon be talk- 
ing telephone. These talks occur fre- 
quently, and take place whether any- 
one else is present or not. Because 
employes have common job experiences 
to discuss, these conversations are the 
most uninhibited. Much of the public’s 
impression of us as a company comes 
from just overhearing or listening to 
employes talking together. 

(5) Neighbors. Surprisingly enough, 


“Most Employees Willing to talk. 























these contacts occur less often than 
with any of the other groups, and usu- 
ally are not very intimate when they 
do take place. 


Non-Verbal Impressions 


The researchers found that the pub- 
lic’s attitudes are influenced not only 
by what they hear from employes, but 
also by the “non-verbal” impressions 
they get from seeing them at work, at 
home, or around town. 

How they dress, how they act, the 
way they keep their homes, their cars, 
how they drive a truck or a car, how 
they go about their jobs all are noticed. 
The kind of citizens they are, the clubs 
or organizations they belong to, their 
participation in community activities, 
the kind of neighbors they are—these 
things help form the public’s impres- 
sion of them as individuals and of the 
company of which they are representa- 
tives. 


On the less favorable side are some 


*h 




















customers who make cracks about see- 
ing telephone men “just sitting around” 
or “taking life easy” on the job. 


Importance of Job Attitudes 

When the Williams people 
their interviewing, they 
ered they couldn’t sit down and talk 
with employes merely about contacts 
they have with the public. Employes 
wanted to discuss their job attitudes, 
their reaction to company activities, 0 
their feeling about the cities they liv 
in. 


started 


soon discov- 


The researchers found that how much 
employes are told or know about facts 
pertaining to the telephone company is 
far less important to their 
dorship than is their basic satisfactio! 
and enjoyment of their jobs. To quot 
directly from the findings: 


ambassa- 


“How and what employes feel about 
their jobs and the company affects not 
only what they say and do in public, 
but how they receive and appraise In- 


- Attitude Climate" Iiporiant | 








formation from the company.” 


The emphasis is clear: job attitudes 





“Strong Disposition to 
Defend Company. 
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"Non-Verbal Impressions 
Important Supplement. 





are perhaps the most important factor 
influencing the character of their role 
in public relations. 


More Information Would Help 
Most fee] 


employes adequately in- 
formed, but reveal information needs 
just the same. Many say they could 


ise more information of specific kinds 
to help them answer public questions 
and correct public mis-impressions. 

Someone once remarked, “Faith can 
move mountains, but a 
enginee! 


well-trained 
would 
the extra cost.” 


use dynamite, despite 
It is one thing to have 
faith without facts; it is another to be 
able to have something—just two or 
points—to fall back when a 
question is raised or a challenge issued. 
Attitudes perhaps the key to 
whether an employe tries to do a job in 


three on 


are 


the company’s behalf; facts are a prime 
determinant in how well he succeeds. 
Some employes say that on specific 
get little or informa- 
Hon, and cite requests they get from 


customers to illustrate their point. The 


‘Very Often Communications Fail” 


scores they no 
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people outside the company, they say, 
would like to know more about rates, 
cost of specific equipment, availability 
of new equipment, availability of pri- 
vate lines, and other such information 
primarily as it applies to them person- 
ally. There seems to be a great de- 
mand for information of a local nature. 


What's With Other Departments? 
Another point the researchers brought 
out is that many employes feel poorly 
informed about departments other than 
their They say they would like 
to know more about the activities and 
functions of other departments, and 
think that “employes in other depart- 
ments should know more about us.” 
This is particularly significant because 
lack of interdepartmental knowledge 
means that important opportunities for 
positive ambassadorship are going by 
the board. Every time we 
sponse to a 


own. 


say, in 
question, “I 
wouldn’t know about that—it’s not my 


re- 
, 
customer's 





t 
| 


“Could Use More Information 
of Specific Kinds.” 














department,” we miss a chance to score 
a plus in our public relations. 


Sometimes Communications Don't 
Register 

Very often, company communications 
to employes fail to “reach”? them, let 
alone get passed on by them to others. 
Some information, even though we go 
through the motions of communicating 


it, is never really absorbed or under- 
stood. 
As one employe said, “They keep 


drumming those big figures into you. 
The company spent so-and-so-many 
million for this, and so-and-so-many 
million for that. Doesn’t mean much 
to me. I’m just a regular guy—not a 
company vice president. They’re talk- 
ing over my head—way over it!” 

Some employes say they’re given too 
many facts at one time; that they 
can’t remember all they are told even 
if they try. 





* Want to Know More About Other Depts” 














Reaction to Specific Methods 
of Communicating 

The methods of transmitting infor- 
that like best 
best the company 
point of view. 


mation employes seem 


to work also from 
Small two-way meetings seem most 
effective and best liked of the formal 
communications methods used. For in- 
stance, here’s one employe comment that 
illustrates two of the reasons why em- 
ployes say they prefer small meetings: 
“T like meetings best—the small ones 
where you’re not afraid to ask ques- 
If you don’t 
get the point the first time around you 
can ask, or at least somebody will.” 
of these 
small meetings, however, is the leader. 
If he is accepted by the 
group, knows the subject, has the au- 


tions or speak your mind. 


The real key to the success 
personally 


thority (or access to it) to answer em- 
ploye questions, and if he promotes real 
participation, those attending the meet- 
ing will then come away with the feel- 
(Please turn to page 39) 





“Gmail Two-Way Meetings 
Most Effective.” 



























HE OLD SAYING about taking 
‘are of the pennies and the dollars 
will take care of themselves might 
have been the slogan of the 
cently disbanded 
on Government 


well re- 


Hoover Commission 
teorganization. A 
Hoover Commission task force reported 
on July 17 that it had saved federal 
agencies 5 million dollars and business 
10 million dollars a year just by a 
four-month experiment in cutting red 
tape. This was the sum total of a lot 
of little items, including even such a 
relatively modest part of Uncle Sam’s 
budget as paying the telephone bill for 
various government agencies. 

The report, a study of the trillion 
words of paper work required of busi- 
ness and the public annually in 4,700 
types of federal reports, pointed a way 
to further savings which it estimated 
at 100 million dollars or more. It went 
to Congress and President Eisenhower, 
along with a belated report of the 12- 
man Hoover Commission. 

Congress gave the Hoover Commis- 
sion $2,848,534. 
Hoover, who headed the 
has claimed that the savings recom- 
mendations in its score of reports, if 
enacted in full, could erase this year’s 
estimated 2.4 billion dollar federal 
deficit and permit ‘substantial’ tax 
cuts. 

The task force report salted 
with illustrations of what it called 
governmental ‘“ saving” in the 
paper work area, including these: One 
federal official admitted the payroll 
reports he receives from government 
contractors are so numerous and use- 

that he not waste money 
filing them—‘‘he dumps them in barrels 
or on the bare floor of empty storage 
rooms.” 

The corner grocer must find out 
whether he is a halibut dealer. If so, 
he must make and keep records for 
the federal government. In one indus- 
try — not identified — most companies 
stopped sending one report they were 
sure the government was not even us- 
ing. They were right, nothing happened. 

Nearly 


Former President 


commission, 


‘ 


was 


string 


less does 


a million Americans each 


by FRANCIS X. WELCH 
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Hoover commission makes recommendations to cut govern- 

ment's telephone bill and billing costs to telephone companies. 

House passes $1.00 minimum wage. . . . 750-station exchange 

exemption maintained. Recommends telephone companies 

check to see if installation or change charges are in keeping 
with increased costs. 


year fill out a form telling the govern- 
ment that the income tax they owed 
was paid by payroll withholding. “In 
short, reporting that there was nothing 
to report,” the task force commented. 

The 


sion 


Interstate ‘Commerce Commis- 
way of task force 
inquiry, that one of its bureaus was 
obtaining from truckers the same in- 
formation that another bureau, just 
down the hall, was getting on a differ- 
ent set of reports. 

Now for the task report on 
Uncle Sam’s telephone bill. Here is the 
text on that topic: 


learned, by 


force’s 


“The Federal Government requires 
a special billing form for its telephone 
service which includes details not usu- 
ally furnished by telephone companies. 
Such items as the length of conversa- 
tion time and the type of call are listed 
on government-prescribed invoices for 
each call placed. 

“We estimate the industry is spend- 
ing more than a half million dollars 
to list this information on 1,800,000 
invoices annually. 


“To correct this inequity, the Gen- 
eral Accounting Office has agreed to 
issue a new instruction which will 
eliminate the special informational 
material now required by government 
agencies and permit telephone com- 
panies to utilize their own forms. 

“Similarly, although no regulation 
exists requiring it, unpaid prior bal- 
ances are omitted from telephone in- 
voices. This billing practice started 
somewhere in the government and has 
been adopted by almost every agency. 
As a rule, the government is behind 
in its payments. As a result the indus- 
try is forced to prepare two invoices, 
one for the unpaid amount and one for 
the current period. 

“If the unpaid balance could be 
shown on current bills, 600,000 in- 
voices would be eliminated, saving the 
industry $276,000 annually, according 
to our best estimate. 


“The General Accounting Office has 










WASHINGTON EDITOR 









agreed that this situation is uncalled 
for. It will permit agencies to accept 
unpaid balances on current invoices. 

“It still remains for the agencies t 


make use of this permission which has 
now been granted.” 
Minimum Wage Increase 
After two days of debate the Hous 
on July 20 approved by a roll call vote 
of 362 to 54 a 


boost in the minimun 


wage from 75 cents to $1.00 an hour, 
effective Mar. 1. This was a partia 
defeat for the administration, whicl 
had requested 90 cents an hour. Th 


legislation now goes back to the Senate 
—w hich 
mum rate 
differences. 


also approved a $1.00 mini- 


for adjustment of 


The 


seems assured. 


President’s signatur‘ 


While this legislation is undoubtedly 


of interest to all telephone companies, 


But, 
before 
mende¢ 
—the 


amend 


(1) 
amend 
Wier 

(2) 


amen¢ 





as it passed Congress, the fact that 
does not attempt to broaden the cove 
age of the present law is great 
concern to many of the smaller Inde- 
pendent telephone companies. Ther 
had been efforts, when numerous bills 
on the subject were introduc early 
this year, to change or do away witl 
altogether, the exemption now eva 


ing with respect to operato 


at exchanges of 750 stations 


This has not been changed at all 
by the latest enactment of Congress. 
But we have the word of Senator 
Douglas (D., Ill.), chairma) f the 
Senate Labor Committee’s sul mmit- 
tee on fair labor standards that his 
group intends to look into al] questions 
of exemption or extended cov: e, for 


the purpose of considering changes ™ 


these provisions at the next ssion, 
starting January. So, the sn In- 
dependent companies depending ° the 
750-station exchange exempti' must 
be prepared to defend their sition 
once more in the near future. 
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But, getting back to the latest bill— 
before approving the bill as recom- 
mended by the House Labor Committee 


_the House rejected a number of 
amendments, as follows: 
(1) By a vote of 198 to 93 an 


amendm<¢ nt proposed by Representative 
Wier (1)., Minn.) for a $1.10 minimum. 

2) By a vote of 188 to 
amendment sponsored by 
tive Mc‘ ‘onnell 


145 an 
tepresenta- 
(R., Pa.), for the 90- 


ent minimum urgently recommended 
hv President Eisenhower. 

(3) By a vote of 173 to 168 re- 
ected another McConnell amendment 


“escalator plan’—for 90 
next Jan. 1, and $1.00 


a so-c illed 
cents effective 


effective Jan. 1, 1957. 

The final McConnell proposal was 
the closest the administration forces 
could come to postponing the $1.00 


figure which the Democratic leadership 


gu 

and many Republicans from strong 
made 
The bill 


effective next 
to an estimated 2,100,000 work- 


industrial districts insisted be 
effective as soon as possible. 
vill give a boost 


Mar. 1, 


Ss producing in 


wage 


interstate 
effect on 
workers. 

Alt hough 


oined 


commerce 


ind an indirect some 22 mil- 


on other 
Democrats 
administration Re- 
publicans in voting for the 90-cent fig- 


many southern 


hands with 
ire urged by the President, large num- 
+ 
i 


northern Republicans, mainly 
with 


$1.00 


from heavy labor joined 


the 


areas 


; 


the Democratic sponsors of 


an hour bill. Many of the members 
from strong labor districts were favor- 
able to an even higher figure than the 
House leadership approved. Some of 


them sisted that living conditions 
hroughout the country would easily 
ustify jump to $1.25. 

One the major arguments of op- 
ponents of a sudden jump in the rate 
vas th this would unsettle business 
and impose hardships, particularly on 
smalle ‘concerns. Some even argued 
that a boost to $1.00 an hour would 


ng a substantial wave of un- 
employ nt. 
Although the debate lasted through 


ost of the second day before voting 
nm the wage issue got under way, very 
ittle, anything, new in argument 
as ed by either side of the con- 
ove Supporters of the committee 
opo of $1.00 an hour effective 
next - 1 argued that living cost 
advay since 1950, when the 75 cents 
an h minimum went into effect, 
ustif he boost to offset the loss 
of pr asing power. 
. Th ithern Democrats and Repub- 
‘lean nents of the bill, who voted 
for 0-cent minimum requested by 
Presi: nt Eisenhower, argued again 
and in that a higher boost would 
hurt all business, weigh heavily on 
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the farm communities of the country, 
and tend toward inflation. 
tepresentative McCormack (D., 
Mass.), Democratic floor leader, ridi- 
culed the inflation argument and told 
the House that opponents of minimum 
wage legislation made the 
argument when this legislation was 
first before the House during the reces- 
sion of 198 Representative Kelly 
(D., Pa.), floor manager for the com- 
mittee’s $1.00 wage bill, charged that 


very same 


the backers of the administration’s 90- 


cent proposal completely ignored the 
inflation which has occurred since the 
last boost in 1950. 

Kelly reminded the administration 


backers that the dollar now has only 
a 52-cent purchasing power and that 
a 75-cent minimum for a worker means 
he only has 40 cents of buying power. 
To the rate to 90 the 
Pennsylvania Democrat pointed out, 
would give a worker 47 cents of buying 
power, while $1.00 would be equivalent 
to 52 cents. 


boost cents, 


The fight led by McConnell for the 
so-called “escalator plan” was _ based 
on the argument that it would give 


employers—principally small employers 

time to adjust themselves to the $1.00 
figure. By going first to 90 cents and 
then to $1.00, said McConnell, business- 
men would have time to work up their 


schedules gradually. But opponents of 


this scheme belittled it as an attempt 
to “delay for a year and a half wage 
boost millions of workers need now.” 

The $1.10 proposed by Representa- 


tive Wier was a concession by organ- 


ized labor which had insisted through 
the hearings and until the day the bill 
that nothing than 
would be acceptable. Wier deplored the 
fact that the 
not included 


declared that 


passed less $1.25 
Committee had 


bill. He 


“coverage is no less vital 


Labor 


coverage in its 


than the wage level itself because there 
are still millions of working Americans 
who have no wage protection.” 


Rate Base Waiver 
The Maine Public Utilities Commis- 
sion has authorized a $975,000-a-year 
rate increase for the New England 
Telephone & Telegraph Co. in that 


state. The commission’s action, which 


is based on a 6 per cent return on 
net investment, was a voluntary waiver 
by the company as to any insistence 
on a “current value” rate base, re- 
quired by Maine law, as that law was 
interpreted by the Maine 


Judicial Court. 


Supreme 


The company called the increase ‘an 
emergency one,” limited to evidence 
from “books of revenues, expenses, and 
actual investments.” No 
presented, 


evidence was 
therefore, as to current 
value of property because the company 


attempted to avoid any fundamentally 
controversial areas which might delay 
the much needed increase in revenues 
for this particular case. 

The commission pointed out that the 
company’s principal witnesses had fur- 
ther intimated “that, barring unfore- 
seen if the rate 
it would be a matter of some 
time before any further increases would 
be sought.” The utility, in presenting 
had that 
under previous rates had amounted to 


only 5.25 


contingencies, were 


allowed 


its case, contended earnings 
net investment 
and only 4.5 per cent for the first four 
months of 1955, although the commis- 


per cent on 


sion had previously approved a 6.5 per 
cent return as reasonable. Presumably, 
the company reserved the right to have 
rates fixed on a current value base in 
future rate case proceedings if neces- 
sary. 

It was in February, 1953, that the 
company had appealed to the highest 
Maine court under the state’s “current 


value” law. This statute requires the 
commission, in figuring return on in- 
vestment, take into consideration the 


reproduction cost of company proper- 
ties, as well as original cost. 


The commission order said the way 


in which the new rate increases are 
applied to telephone users “appears to 
be reasonable and proper.” The com- 
mission noted that the 10-cent mini- 


mum charge for paystations is in effect 
in 44 of the 48 states. Other new rates 
authorized by the commission provide 
monthly 
charges for exchange service to rural 
four-party 


for a 25-cent increase in 


and business or residence 


customers in all communities. 


It is note that the 
Maine commission, headed by its dis- 
tinguished chairman, Sumner T. Pike 
(who formerly served on the Securities 
Exchange the 
Atomic went 
along with the company’s petition in 


interesting to 


and 
Commission), 


and Commission 


Energy 


this case without making any difficulty. 
Pike the other Maine commis- 
sioners had previously indicated some 
disappointment over the failure of the 
Maine 
rent value” rate base provision of the 
regulatory statute. 

Maybe the disposition of 
this latest rate case indicates that both 
the the 
trying to out a 


and 


legislature to change the “cur- 


amicable 


company and commission are 
satisfactory 
modus vivendi without the necessity of 
changing the law—a course 
which the Maine legislature is appar- 


ently unwilling to take. 


work 


present 


Incidentally in two other states the 
almost inevitable effort on the part of 
cost rate base advocates to get legisla- 
tures to change reproduction cost or 
current value rate base statutes—fol- 
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lowing court decision upholding them— 
met with little success. It has already 
been reported in this department that 
the Maryland legislature declined to 
make any substitutive change in the 
regulatory law of that state. 

Of more current interest, was the 
action of the Ohio Legislature. The 
Ohio Legislature adjourned its 1955 
session without acting on a bill to 
change the utility rate base. At the 
beginning of the session, the legislature 
was under extraordinary pressure to 
approve a recurrent bill, favored by 
Governor Lausche, which would change 
the state’s traditional requirement of 
a reproduction cost rate base by allow- 
ing the commission more discretion to 
determine a fair base. 


Installation Cost Increases 

Overlooked in the more publicized 
and controversial efforts of telephone 
companies to obtain general rate in- 
creases is the fact that the cost of 
installing or changing the location of 
telephone equipment has been increas- 
ing rapidly in recent years. Yet, a case 
recently came to light in New Jersey, 
where the Bell telephone company there 
had not made any change in the rate 
for installing telephones for 30 years. 

The New Jersey company recently 
filed increased tariffs for installing 
residential telephones from $4.00 to 
$7.00 and for installing business tele- 
phones from $5.00 to $10. The charge 
for connecting telephone extensions 
was raised from $1.50 to $5.00. 

No formal hearings or decision by 
the commission were necessary under 
the New Jersey practice for this type 
of filing, which became effective auto- 
matically after 30 days. However, the 
head of the New Jersey commission, 
Mrs. Hortense Fuld Kessler, said she 
was sure the increase was justified. 
There are doubtless a number of other 
telephone companies which have been 
incurring increased expenses because 
of the rise in the over-all cost for 
installations. 

One informal estimate of what it 
really cost the New Jersey Bell Tele- 
phone Co. to install a telephone ranged 
from $20 to $30 per instrument. This, 
of course, would include the actual 
expenditures of company time for use 
of equipment and personnel services 
including the various bookkeeping op- 
erations, filing and clearing of applica- 
tions, the testing and other services 
which are part of the commonplace 
installation job. 

It is not as simple as it appears, 
when one or two installation men walk 
into a home or office and hook up a 
telephone within an hour’s time. The 
very truck standing out on the street 

(Please turn to page 40) 
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REA Announces Four Rural Telephone Loans 


The U. S. Department of Agriculture on July 19 announced four loan: 
which the REA made in Georgia, Iowa, Tennessee and Wisconsin to im 
prove and extend telephone service in rural areas of those states. Detail 
of these loans which amount to a total of $1,059,000 follow: 


Wayne Telephone Co., Odum, Ga., on July 12 was allocated the sun 
of $25,000, second loan to this borrower. The company proposes to us 
these loan funds to finance additional construction it has planned sinc. 
approval of the first loan. This includes a new automatic central offic 
building and equipment at Screven. 


The two REA loans, amounting to $170,000, will enable the compan 
to bring dial service to 340 families and other rural establishments in 
Wayne County. The system, when completed, will consist of 105 miles 
of line. 


Joseph W. Martin is president and manager of the Wayne company. 


Webster-Calhoun Cooperative Telephone Association, Gowrie, Iowa. 
also on July 12 was granted a loan of $417,000 to finance the improve- 
ment and extension of rural telephone service in Calhoun and Webster 
counties. 

This cooperative now provides magneto service to 627 rural subscribers 
over 78 miles of line. It proposes to acquire the facilities of the Somers 
Telephone Co. and the Knierim Cooperative Telephone Co., now serving 
281 subscribers over 74 miles of line. 

The loan funds will be used primarily to improve service of the exist- 
ing systems and to construct facilities to serve 107 rural families now 
without telephones. In addition, the loan funds will cover refinancing 
of existing indebtedness of the borrower. About 62 miles of new line 
will be added, 117 miles of line rebuilt, and new automatic central offices 
constructed at Gowrie, Knierim and Somers. The completed system will 
consist of 206 miles of line and three exchange areas, furnishing modern 


dial service to 1,015 families and other rural residents. 


Anton Hohmer is president of the Webster-Calhoun cooperative. 


Tellico Telephone Co., Inc., Tellico Plains, Tenn., on July 15 was 
allocated a loan of $218,000 to improve and extend rural telephone serv- 
ice in Monroe county. The company plans to improve service for its 188 
existing subscribers and add facilities to serve 330 rural families now 
without telephones. 

The 14 miles of existing line will be completely rebuilt, 114 miles of 
new line will be added and a new automatic central office will be con- 
structed at Tellico Plains. Present plans include service without toll 
charge between the company’s exchange area and nearby Madisonville. 
The completed system, consisting of 128 miles of line, will provide mod- 
ern dial service to 518 rural subscribers in the present service area. 


Charles A. Hall is president of the Tellico company. 


* 


Headwaters Telephone Co., Rhinelander, Wis., also on July 15 was 
extended a loan of $399,000 to improve and extend rural telephone 
service in Landglade and Oneida counties. 

The company, now furnishing magneto service to 338 subscribers. 
plans to use the loan funds to convert the present system to automatic 
operation, add facilities to serve 390 subscribers now without telephones, 
and to refinance indebtedness. 

About 134 miles of new line will be constructed, 43 miles of existing 
line rebuilt, and automatic central offices built at Elceho, Lake Tomahawk. 
and Sugar Camp. Subscribers in the Sugar Camp exchange will be ab'e 
to call the town of Rhinelander without toll charge. Operations and 
management for the Headwaters company will be provided by the Rhin 
lander Telephone Co. 


Allan C. Brown is president of Headwaters Telephone Co. 
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Fig. 1. Toll ticketing network of the Western Reserve Telephone Co. in operation and contemplated. The ticketing center is at the company's central 
office in Hudson, O., and trunk recorders in outlying offices play back over carrier circuits to that center. 
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operating telephone people 


with amazement the accomplish- 
being 
ers being able to complete their 
al calls 


brought about by their 
without the of a 
The development 
lial service has brought about 
iprovements, well wide 
, on the part of not only the 
* telephone people, but also by 
mers. Local dial 


1e accepted method of render- 


use 
e operator. 
as as 


“ 
service has 


lone service today, and, as you 
e manual operation is fast 
om the communications field. 


ich an acceptance of dial tele- 


vice for local exchange op- 
t was only natural to assume 
ier or later a method might 


d whereby toll service could 
ted in like manner. 

the last five years, in par- 
great deal of research effort 
expended on the part of the 
urers of both Bell and Inde- 
equipment to bring about a 
vay in which the subscriber 
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By WELDON W. CASE* 


might accurately and simply complete 
long distance telephone messages with- 
out the use of a telephone operator. 


As a result of these efforts we now 
find numerous applications of customer 
toll dialing throughout the nation. 
toll ticketing (used in 
customer toll dialing), as we know it 
today, falls basically into two types, 
namely, the identification 
method and the automatic identification 
In the Bell System these two 
referred to as the CAMA 
type, which is identified manually, and 
the AMA where the identification is 
taken care of automatically. 
into the 
of toll dialing, perhaps we 
first ought to examine just what is in- 
volved in the completion of a toll call. 
Basically, the customer is able to com- 
plete his toll call without first sum- 
moning the operator to have her com- 
plete the call for him. 


In the operation of the manual iden- 


Automatic 


manual 


method. 


types are 


In getting various aspects 


customer 


*Mr. Case is vice president and manager of the 
Western Reserve Telephone Co. of Hudson, O. He 
presented this address at the recent convention of 
the New York State Telephone Association. 


tified toll call a customer merely dials 
the access code, if necessary, next the 
area code if applicable, and next the 
telephone number of the desired party. 
At this point a signal is delivered to 
the operator who merely asks the call- 
ing party for his number and proceeds 
to record the calling party’s number in 
a key sender at which time the neces- 
sary digits are spilled out over the 
path which has already been chosen, 
and the call is thus completed. (In 
certain cases, the intertoll trunk is not 
seized until after the operator has 
keyed or dialed in the calling number.) 
In the so-called automatic identifica- 
tion system no operator is employed 
the calling party is _ identified 
either by dialing his complete number, 
or a single digit, or perhaps only the 
telephone number which he wishes to 
reach, and the call is thus completed. 


and 


In an automatic toll ticketing sys- 
tem it is necessary that the desired in- 
formation recorded and 
billing. 


be stored for 


use in Some systems use a 
perforated tape which records all the 
information in a pulse form. This later 


is transcribed either to a toll ticket or 


21 








to a punched card, which then serves 
as the record of the call. 


In our particular system at Hudson, 
electronic tape recorders are employed 
for the recording of the information. 
It is stored on the recorder until the 
recorder becomes filled, at which time 
the information is played back auto- 
matically, and transcribed through a 
printer on a toll ticket (the recorder 
can be played back at any time and 
usually is played back during a non- 
busy hour). 

The information which must be re- 
corded and stored includes the date, 
filing time, calling number, called num- 
ber, area code if applicable, elapsed 
time, and charges. In most automatic 
toll ticketing systems the charges of 
the call are computed automatically. 

You who are familiar with the op- 
eration and advantage of local dial 
service know that substantial savings 
have resulted in traffic expenses in the 
operation of local service. The obvious 
advantage of customer toll dialing is 
that even further savings have resulted 
in traffic expenses in the operation of 
our traffic departments. 
know, that 
existing traffic 
Bell System 
“BR” 
operating costs involved in the comple- 
tion of a toll call. Many 
companies, contemplating conversion to 
automatic operation, have seen fit to 
turn the operation of toll traffic over 
to some other telephone company even 
though it means the sacrifice of their 
Schedule “‘B” compensation. With the 
inauguration of customer toll dialing, 
even though the matter is under nego- 
iation between the Bell System and the 
United States Independent 
Association, the Independent telephone 
company retains at least a major pro- 
portion of its Schedule “B” 


portion of our 
with the 
Schedule 


As you 
agreements 
designated as 
is what we are awarded to cover 


telephone 


Telephone 


compensa- 
tion. 

familiar with 
the 
System 


Those of you who are 
the negotiations which 


contract 


resulted in 
the Bell 
1955, will 


offered by 
beginning Jan. 1, remembe! 
that a supplemental “B”’ 


to be awarded those companies with an 


payment was 


average revenue message of less than 


$.50 to partially compensate for the 
operation of this short-haul business. 
Unfortunately, many associated Bell 


companies did not see fit to award this 
supplemental but re- 


member further that this arrangement 


consideration, 


was to exist for a period of one year 
only, during which time Independent 
telephone companies in question were 
to inaugurate practices which 
in turn reduce the cost of handling this 
short-haul traffic. 


would 


With rising labor and material costs 
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W. W. CASE 


there seems no effective way of reduc- 
ing these costs except through automa- 
tion. The elimination of the toll opera- 
tor has, for those companies who have 
inaugurated customer toll dialing, sub- 
stantially 
this short-haul business. 


reduced operating costs on 

Therefore, just as conversion to lo- 
cal dial service has been our salvation 
in the rendering of local service, so the 
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A copy of the first toll ticket prepared by the 

Western Reserve Telephone Co.'s new foll tick- 

eting equipment. Reading from the top down, 

the ticket shows the date, filing time, calling 

number, terminating number, elapsed time of 
call, and the toll charges. 





conversion to 


customer toll di ling, 
once again, makes a profitable © yera. 
tion out of handling our toll bu: iness. : 
and especially that portion relat ng tp K 
the short-haul traffic. \ 
Now, what are some of the othe) 
advantages of customer toll d ling? 
I think the biggest single advantage. 
other than the direct savings in traffic ’ 
expenses is the increased convenience ) 
to our customers. During six jionths 
of operation of automatic toll ticketing 
our toll business to dialable points has 
increased approximately 25 per cent. 
I know of no other toll stimulat pro- 
gram which can produce such a result. 
Over the years we have continually 
heard the cry for extended area servic 


, S 
to large metropolitan centers, to th 
county seat, and to marketing centers. 


irrespective of whether or not a ge) 
uine community interest exists. 

With the advent of 
dialing, inquiries of this sort have dis- 
appeared due to the fact that the cus 
tomer can now dial directly the 


custome to] 


imbe 
in a distant city even though he must - 
pay the regular toll charges. 

Most of our customers recognize a) 
are willing to pay the cost of 
ing telephone service, but the deman 
have 


which we experienced in rece) she d 


years is for convenience. Customer t t We 
dialing brings that convenience. ol 

The telephone industry has an equa good 
opportunity to 
the 


procedures. 


make substantial sa em 
mechanization of billing ea 
Many of 
have in the last few years inaugurate ior n 
the 
chines fo 


ings by 
our companies mba 
use of automatic 


account 
sorting, listing, summa 


ing, and 


actually preparing the went 
subseriber’s bill. ry 

This is done generally by t pre} Islay 
aration of a punch card corresponding 
to the 


information obtained 01 





ticket, plus master cards which rec 
the individual sub ast 
This 


successful in a 


the information of 


seriber’s account. met! nas 


proven numb 


stances, and is accé 


generally 


a good means of subscriber b g. 

However, one of the main d ties 
system of this type is 

he information f the} 


in «A 
scribing of t 
toll ticket, as we know it, to tl 
ecard. This has been accomp 

the past by manually transci g this | 
information. 

Now 
toll 
be placed on a 
cally with the cards then bein; vet, 
the toll calls listed, and the subscribe. 


advent of a nat 


tol] ca 


with the 


ticketing records of 


punch card automa 


bill prepared, all by machine. 

Now, about that business w! cal 
not successfully be operated by auto 
matic toll ticketing, namely, per 

(Please turn to page 40 
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S I AM SWELTERING at my operator), and we stopped at the tele- 


typewriter this hot, humid Sun- 
day afternoon, I’m thinking of 
the tropical breeze I was enjoying in 


Honolulu on Sunday morning, Apr. 24, 


1955. Eleanor McCoy called for me 
it the Edgewater Hotel and we at- 
tended church service at the cathedral 

Honolulu. After service we drove 
the home of Priscilla and Cecelia 
Teixeira and, after meeting their gra- 
ous parents, we sat down to a de- 


cious breakfast of fruit, pancakes and 


Priscilla was “‘chief cook” and 


sausag 
ausage. 


e did a wonderful job. All too soon 
vas time to leave for the airport 
oute to the Island of Kauai. My 


good friend, Reiko Kimura, who was to 


»my traveling companion, called for 


le and we were soon on our way to 
embark on an Hawaiian Airline plane 
my last flight on the Islands. 

Ka with a population of 29,268, 
e Garden Island of primitive, un- 
poiled Hawaiian beauty, richly justi- 
les its description as the “Garden 
Island Its enthralling Waimea Can- 

is the “Little Grand Canyon” of 
the Pacific. Spellbinding vistas atop 
he i ing Napali Cliffs, motoring 
ast uisite mountain formations, 
grott d waterfalls, you reach green 
and peaceful Hanalei, the valley of 
nforgettable loveliness. 

When we arrived at the airport in 
Kauai, we received a warm welcome 

m Manager Bill Salsbury and Rose 
lida, ey presented Reiko and me 

nh ¢ ids and leis and escorted us 

7 Coco Palms” where we were 

sta at night. It is a beautiful spot 
y tl at Wailua-kai. 

Wi e soon settled in our comfort- 
able s and I was delighted to find 
that oom faced the ocean. We had 
a ae s lunch and then started on 
. to the island. We covered one 
half he island that afternoon and 
Bill bury knows his island very 
well, had the pleasure of the com- 
pany Mrs. Masako Sugawa (chief 
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phone exchange for a brief visit. 


In the evening, we returned to the 


Coco Palms to dress for the Pioneer 
cocktail party and dinner. Reiko and 
I were chuckling because I had a sur- 


While 
in Honolulu, I purchased one of their 


prise in store for the Pioneers. 


native party costumes and I could 


hardly wait to put it 
and gold and fortunately I had a pair 


on. It is black 


my luggage to com- 
The 
right but wait 


of gold sandals it 


plete the costume. Pioneers were 


surprised all until you 
had in 


about it 


the surprise they 
I’ll tell 


about 
for 
shortly. 


hear 
store me! you 

Bill Salsbury and his charming wife 
picked us up at the appointed time to 
attend the and 
I met all of the Pioneers and this was 


cocktail hour dinner. 
a thrill because they have 100 per cent 
their Just a 
short time ago they had one lone mem- 


membership on Island. 


ber. We chatted over our cocktails and 
then sat down to a delicious meal. 
The tables were tastefully decorated 
and I’m sure Bill had some help from 
his wife in doing this job. And now 
for the surprise. 

While we were at table, there was 


Bill 
brought the telephone to me, and was 
what I heard! It 
and | the 
of Pete Reno, friend and 
of TELEPHONY, from 
Haley, vice president of the Independ- 


a telephone call for me. Salsbury 


I amazed at Was a 


conference call heard voice 


good editor 
Chicago, Jack 


ent Telephone Pioneer Association, 
from Austin, Tex., and Doug Guild, vice 
president of the 
Co. Honolulu. and 
officers of the Hawaiian Telephone Co. 
were assembled at the home of Bill Kea 
in’ Honolulu. 
‘stalled in Bill’s home and in the room 
where having 
Party on the Island of Kauai. 

We talked back and forth and it was 
good to hear the voices of my friends 


Hawaiian Telephone 


from Doug Guild 


A loud speaker was in- 


we were our Pioneer 


on the mainland and Doug Guild and 
my newly made friends in Honolulu 


on the Island of Oahu. Doug was very 
complimentary in telling Pete 
“We have entertained many people on 


teno, 


our Islands, but none that our people 
love as they do Mayme,” to which Pete 
responded, “I’m not surprised, Doug, I 
love her, too,” to which I responded, “I 
It was a wonder- 


love you, too, Pete’.” 
ful surprise and made me very happy. 


It was good to be on the Island of 


Kauai with my fellow Pioneers and 
friends. After making a brief talk, we 
sang and danced and music was fur- 


nished by some of the members. Their 
Island music and singing is delightful, 
as well as their dancing, and being a 
of all of these arts, I had a 
wonderful time. After telling them I 
had been engaged in the telephone in- 
dustry for more than 48 years, accord- 
ing to Bill Salsbury, they were amazed 
the which I entered into 
their songs and dances. 


lover 


at manner in 

After a delightful evening, Bill and 
his wife returned us to the Coco Palms. 
When I my 
a large cocoanut on my dresser with a 


arrived at room there was 
straw in it, one end having been punc- 
tured, but 
delicious dinner, I could only enjoy a 
After a full day, I was soon 


after partaking of such a 
few sips. 
in bed and was lulled to sleep by the 
ocean waves, a delightful lullaby. 

The breakfast 
at the Palms Se 
many items on the menu that intrigued 

what to 
(pineapple spears) 


had 
there 


next morning we 


Coco and were 


me, I hardly knew select 
“Hala Kahiki Ihe” 

and you have never eaten pineapple 
until you have enjoyed the sweet taste 
of the Hawaiian pineapples. ‘“Papaia 
Wai” (papaya nectar). They are served 
with seeds containing pepsin and you 
to the 
from the seed “for thy stomach’s sake.’ 


were admonished chew juice 


’ 


Then there was “Kauwa Wai” (guava 
nectar) and “Oki Maia” (sliced ba- 
nanas). I finally decided upon the 


pineapple spears. I passed up the “Hua 

Moa” (fresh island eggs in butter) for 

hotcakes in coconut butter with Kauai- 
(Please turn to page 41) 
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Washington-Oregon 


Joint Convention 


Dual meetings, undertaken in 1940, 


attain height of success—500 attend. 


GAIN, on June 17 and 18, the 
A members of the Oregon and 
Washington Independent Tele- 
phone associations, together with many 
of their friends from the telephone 
equipment manufacturing and supplier 
companies and visitors from The Pa- 
cific Telephone & Telegraph Co., con- 
gregated in Seattle, Wash., for their 
joint annual convention. Beginning on 
the 16th the influx of telephone people 
was noticeable in the lobby of The 
Olympic Hotel, and from then on to 
the exodus on the 18th the telephone 
folks took over in their usual efficient 
and gay manner. Approximately 500 
members and visitors learned much 
about their business and were satisfied 
that this had been the most outstand- 
ing convention since the associations 
started to hold joint meetings in 
June, 1940. 


L. M. Curry of Yelm, president of 
the Washington Independent Telephone 
Association, presided at the opening 
session and introduced the Reverend 
D. Warren Campbell, pastor of the 
Seattle First Presbyterian Church, 
who gave the invocation. 

Greetings were extended to the visi- 
tors both by Ray Dalton of Everett, 
Wash., and by Mayor Allan Pomeroy 
of Seattle. 


“Let Your Light So Shine” was the 
title of the first address, presented by 
Leon F. Roberts, director of informa- 
tion, United States Independent Tele- 
phone Association. 

Mr. Roberts reviewed the present 
and projected activities of that organi- 
zation, devoting most of his remarks 
to the results of the USITA’s national 
advertising program. He said: 


“Already its (the advertising pro- 
gram’s) beneficial results to the indus- 
try are apparent on every hand. An 
indication of the results of our indus- 
try’s effort to ‘let its light so shine’ 
and to tell the world that we are an 
important part of the world’s com- 
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munication system, comes from the 
fact that a large number of Independ- 
ent companies have advised us that 
the increased availability of capital 
from private and commercial sources to 
meet growth and expansion needs can 
be traced directly to advertisements 
which have been appearing regularly in 
Time magazine, U.S. News and World 
Report, and Better Farming... . 

“Advertising doesn’t cost — it pays! 
Thus might I paraphrase the Bell Sys- 
tem’s well-published slogan ‘long dis- 
tance doesn’t cost—it pays!’ You have 
seen those words before, haven’t you? 
They are not original with me. 


“They form one of the several apt 
slogans of the Bell System in its na- 
tionwide merchandising of the chief 
thing the telephone industry has to 
sell, namely, the completed telephone 
call, whether it be on long lines or 
local circuits. 

“If any are skeptical that we are not 
getting our money’s worth from our 
national advertisements, may I be so 
bold as to predict universal acceptance 
of it as time marches on.. . 

“Why advertise? Because you In- 
dependents have something to say about 
your business that should be widely 
known. Any firm has little legitimate 





reason for being in business—an: fajnt 
hope of staying in business—tha feels 
it has nothing worth saying ab. it it. 
self. 

“Advertising is communicatio: . Ad- 
vertising is the cheapest fo » of 
business communications ever © vised, 
Advertising is a specific means com- 
munication as a letter, a telepho: © eal] 
or a salesman’s call. 

Advertising is public relatio The 
national advertising progr: was 
launched by your association part 
of a planned public relations }):ogram 
—a long-range program—desiyned to 
create universal good will for the In- 
dependent telephone industry, and that 
means good will for every telephone 
company—large, medium and small— 
in the land.” 

Arthur W. Lambert, chairman of th. 
USITA Subcommittee on Message Tol] 
Compensation, addressed the group o 
the subject of “Toll Compensation,” 
Mr. Lambert stressed the need fo) 
completion of toll compensation studies, 
and stated that the purpose of a study 


now being conducted is to analyze the 
present schedule of toll compensatior 
and to recommend new schedules. 


Separations now are being made o1 
the basis of a schedule adopted in 1952, 
he said. (Studies were begun in 1951.) 
™ . since the 1951 studies were com- 
pleted costs had increased over the 


period of years and the Independents 
thought they should receive an adjust- 
ment in compensation. It 
that the Independents are faced with 
greater operating expenses (etc.).... 
So, it was finally resolved that the In- 
dependent companies should 
cost whether the 
represents 


was Stated 


prepare 
195] 


condi- 


studies to 
study 
tions.” 


see 
cost current 


To overcome the “settlement lag,’ 
the committee is 


(Please 


encouraging compa- 


turn to page 28) 





A. T. West of 





services he had rendered in his position 


Northwest Pioneers 
Hold Meeting 


The luncheon of the Northwest Chapter of the Independent Telephone 
Pioneer Association was held on June 18, President Walter A. Boro of 
the General Telephone Co. of the Northwest, presiding. 

After luncheon, Ray Dalton, vice president of the West Coast Tele- 
phone Co., Everett, Wash., spoke to the group on telephone pioneering. 
the Oregon Washington Telephone Co., Seattle, «also 
offered a few stories of pioneering days in the telephone business. 

Then J. W. Baker, secretary-treasurer of the Northwest Chapter. was 
presented with a golf stool and drive 


meter in appreciation of the 


with the Pioneers. 


The chapter elected the following officers: President, Harley Barber 
of Beaverton, Ore.; vice-president, B. B. Schlaefer of Spokane, «nd 
secretary-treasurer, J. W. Baker of Spokane. 
committee are: Walter A. Boro, of Spokane; John Cavanaugh of '4 
Grande, Ore.;: Murray Dodson of Burns, Ore.; C. E. Hoy of Spokane: 
W. G. Pottratz of Cowiche, Wash., and T. J. Wells of Redmond, ('re. 


Members of the execu!ive 
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1e Remove housing, press “Installer’s 

iS Hooklock” and calls come in as 

rt usual. No lost toll calls. Replace 
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0 housing and hookswitch restores 

- automatically. 

at 
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. ‘‘Installer’s Hooklock’’ on Type 80 Monophone 
. provides easy way to keep hookswitch down 
during installation and maintenance. 
“ It’s a real time- and temper-saver! 


Gives your maintenance man a 


| “3rd hand’! 


4 He doesn’t need to hold down the hook when installing or maintaining a 
Type 80 Monophone. The “Installer’s Hooklock” does the job—and in 
,’ effect. provides him with a “third hand”. He can forget the hookswitch, 


a- work faster, serve more subscribers each day. 





Another reason your man gets more done faster is that Type 80 insures 
simple maintenance! Connections are made by handy spade terminals (no 
soldering!). Allied components, such as the ringer and the ringing con- 
denser. are mounted as units. Twin contacts on hookswitch and dial, and 
a new sturdy housing all do their part to keep maintenance down. And a 


screwdriver is the only tool required! 


.» But not only is maintenance easy, there’s less of it—and that’s something 


telephone men are approving heartily. Type 80’s new moisture-sealed bal- 


A A Pay all ancing network, new transmitter and receiver capsules, and new line com- 
Hat | ‘ pensation adjustment make transmission something to write home about. 
G4: [ nih) : Send for Circular T1841—read all about Type 80’s fine transmission, 
} a hiv! S and see its beautiful styling. Order Type 80 Monophones today. Address: 
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nies to simplify commercial and ac- 
counting procedures, Mr. Lambert re- 
ported. In the course of the study the 
committee has prepared IBM cards for 
every Independent exchange in the 
United States showing size of the ex- 
change, whether it is part of a single 
or multi-exchange company and whether 
the company serves more or less than 
10,000 stations. 

“Let’s Talk About People” was the 
topic chosen by George E. Krieger of 
Everett, Wash., who said he meant 
“those good people of the telephone in- 
dustry who breathe life into the com- 
plex apparatus of the telephone plant 
and cause it to serve man... . Despite 
the rapid advance of automation, we 
cannot escape the fact that no machine 
can be better than the men and women 
whose human brains, human initiative 
and human resources, plan, develop, 
maintain, and control those machines.” 

Mr. Krieger observed: “The people 
with whom we deal—employes (and 
this includes management), customers, 
owners and investors—are interested in 
obtaining and retaining a larger share 
of the world’s goods: more wages for 
employes, better return on the invest- 
ment for investors and owners, and a 
greater value of telephone service for 
customers. There cannot be a greater 
share for those who divide the tele- 
phone dollar pie unless one makes the 
pie bigger. 

“In our business this can be done by 
improving efficiency of operations, such 
as reducing the unit cost of building 
plant in the first place and also by re- 
ducing the operating and maintenance 
unit costs of keeping the plant running 
and rendering service.” 





Oregon Independent Telephone Association's new officers are (left to right): LESLIE A. GRITTEN 
of Everett, Wash., secretary-treasurer; JOHN H. DILLARD of Nehalem, president, and LAMBERT 








New officers of the Washington 


Independent Telephone Association are (left to right): W. R. 


JARMON of Spokane, president; W. F. BARNETT of Vashon, vice president, and A. J. ZIMMERMAN 


of Seattle, 

As for good management-employe re- 

lations, Mr. Krieger said they are 
brought about by the following: 


(1) Leading instead of bossing. 

(2) Teaching instead of telling. 

(3) Frankness instead of continual 

sauveness and diplomacy. 

(4) Listening instead of talking. 
(5) Reasoning instead of arguing. 
(6) Trusting instead of suspecting. 
(7) “Joining with” instead of ‘“do- 


ing for.” 


Mr. Krieger listed 20 methods to de- 


MILLER of Clackamas, vice president. 
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executive director. 


velop employe knowledge and perforn- 
ance. They are: 


(1) Setting up and maintenance of 
adequate written operating instructions 
and the establishment of corresponding 
training programs to cover, on a gen- 
eral and departmental basis. 

(2) Observing and _ studying 
own operations, including encourage- 
ment of our own people to constantly 
offer improvement suggestions. Estab- 
lish a formal suggestion plan. 

(3) Observing and studying the op- 
erations of other companies both large 
and small, and exchanging ideas with 
them. 

(4) Supplying and encouraging the 
reading of industry trade publications, 
both commercial and manufacturers, as 
well as general business publications. 
They furnish excellent up-to-date in- 


oul 


formation and show where to secure 
more. 
(5) Building up a library of tele 


phone text books, also including well- 
chosen business and other applicable 
text books, and encouraging our people 
to use this library. 

(6) Making attendance at state and 
national telephone association meetings 


available to management people. Have 
them participate in the meetings, 1 
committee work, and in state associa- 
tion functional panel meetings. Have 


them visit the suppliers exhibits and 
ask questions about the new apparatus 
and methods. 


(7) Welcoming the suppliers’ sales- 
men. They are the harbingers im- 
proved products and new ideas. 

(8) Consulting the published prac 
tices of other companies. They are gel 
erally available for reference. 

(9) Encouraging membershi| and 
active participation in the profes=10na! 
societies such as engineering, account 
ing, management, etc. 

TELEPHONY 
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(10) Making correspondence courses 
yvailavle, possibly fully or partly paid 
for by the company if completed. 

(11) Setting up an apprenticeship 
program for plant beginners under the 
federal and state apprenticeship agen- 
es. Qur more experienced employes 
may also want to re-train and brush 
yp at these schools. 

(12) Publishing a house organ to 
inform the employes of policies and ob- 
iectives of the company and to help 
them get acquainted with each other. 

(13) Publishing reports for the em- 
ployes on operating results and accom- 
plishments and future plans. 

(14) Encouraging reasonable par- 
ticipation in community affairs. This 
prepares employes for leadership and 
also produces good will for them, their 
families and the company. 

(15) Organizing and holding em- 
ploye meetings to discuss economic and 
business affairs such as “How Our 
Business System Operates,” ““How Util- 
ities Are Regulated,” “How Telephone 
Rates Are Determined,” “How Business 
Cycles Affect Our Business,” “Where 
Does the Money Come From” and 
“How Are We Financed?” 

(16) Sending technicians and others 
to the manufacturers’ dial equipment, 
carrier, radio, tabulating equipment 
and other special equipment schools. 

(17) Encouraging employes in tech- 
nical hobbies such as amateur radio. 

(18) Setting up individual responsi- 
bility for all members of the man- 
agement team to show each one his 
responsibility for: 

(a) 

(b) Service cost, particularly that 
part of cost which he directly 
controls. 

(c) Human relations — the most 
important thing in the busi- 
business. 


Service quality. 


(d) Public relations. 

(19) Establishing good safety and 
health programs for the welfare of all 
employes. 

(20) Encouraging employe interest 
In self-betterment programs, such as 
the arts, hobbies, cultural subjects and 
other similar inspirational and broad- 
ening activities. 


The 20 items above, Mr. Krieger 
said, a only established and main- 
tained through leadership. He added, 
“Leadership must be developed. Busi- 
ness can no longer wait for leaders to 
happen. It must make them happen. 
When we say leaders we mean the 
entire management team from line 
forema:’ and_ traffic, accounting and 
comme: ial supervisors up through the 


preside; t.”’ 
The st 


a play 


devoted to 
raffic forum conducted by Don 


afternoon was 


Childe of Sunnyside, Wash., and an 
accoun' ng-commercial forum led by 
E. J. ierer of Spokane, Wash. Roy 
A. W y of Spokane, and L. Grey 
Beck Everett, Wash., assisted Mr. 
Childs in the plant-traffic meeting. 
The s: jects of customer toll dialing, 
use of ural carrier and six-pair rural 
distrib ion wire were discussed, and 
JULY 9, 1955 


A quintet of the 150 ladies attending the luncheon given in their honor. 





MRS. RAY DALTON, 


chairman of the ladies committee, is seated on the right. 


mention was made of the delay 
experienced in placing into 
changes by the Civilian Defense. 


being 
effect 


The subject of accelerated deprecia- 
tion for tax purposes permitted by re- 
cent federal tax legislation dis- 
the accounting-commercial 


was 
cussed at 


forum. In this connection R. M. Simp- 
son, partner of the firm of Arthur 
Andersen & Co., public accountants, 


gave the benefit of his wide knowledge 
and opinions. Both of these meetings 
were well attended; many subjects were 
freely discussed and ideas and informa- 
tion exchanged. 

The 


sided 


second day’s session was pre- 
John H. Dillard of 
Nehalem, president of the Oregon In- 


dependent Telephone Association. 


over by 


The opening address by Robert Yeo- 
man, commissioner, Washington Public 
Utilities Commission, was on the sub- 
ject, ““Regulation of a Fixed Rate In- 
dustry in a Growing Area.” Mr. 
Yeoman noted Washington state’s re- 
markable growth in the past 15 years, 





WADE DEAN of White Salmon, Wash., with the 

‘ele rockin’ chair'' miniature presented to him 

at banquet in honor of his 50 years of telephone 
service. 


in both population and number of tele- 
phone subscribers, 
city limits. 


especially outside 
He said that at least an- 
other half-million increase in the state’s 
population is expected by 1965. 

To a regulatory body this means a 
continuing flow of security applica- 
tions; and, with the rebuilding of plant 
and conversion to dial of the remain- 
ing manual exchanges, rate increase 
applications to bring improved service 
and rates into a _ better Mr. 
Yeoman said. “As community of in- 
terest develops through the growth of 
suburban areas, there will be an in- 
creasing demand for extended area 
service and—as I look to the future— 
a rather constant pressure, on the 
commission by the general public, and 
by the commission on regulated com- 
panies, to keep service in line with 
population growth,” he added. 

Mr. Yeoman then 
accomplishments of 


focus, 


summarized the 
the state’s tele- 
phone industry in the past nine years 
in the light of the unprecedented popu- 
lation increase. These included the fact 
that Washington telephones are ap- 
proximately 87.6 per cent  dial-op- 
erated; per station investment has in- 
creased from $208.96 (1946) to $302.18 
(1953), also that, despite rising costs, 
prices for telephone service in the state 
have stayed 47 to 52 per cent below 
the cost of living index rise since 1939. 


“Why Sell and to Whom?” was the 
title of the address presented by Paul 
H. Wiedemann, general sales manager, 
Washington-Idaho area, for The Pacific 
Telephone & Telegraph Co. 

In explaining why increased revenues 
await the company with a sales plan, 
Mr. Wiedemann cited two examples of 
selling He said, “We have 
in the field, where facilities 
are ample, calling on people who do 
not have telephone and 
they are selling it to about three out 
of every 10 they call on. 

“We put salesmen on the _ street 
starting last summer to sell long dis- 


success. 
salesmen 


now service 


(Please turn to page 42) 
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by Ray Blain, Technical Editor 














E ARE ALL familiar with the 
W i that considerable progress 

has been made throughout the 
country over the past several years 
with respect to attaining the goal of 
full 2-5 numbering plan. This we also 
know is necessary for conversion to the 
nationwide customer toll dialing plan. 


It is now reported that about 20 
million telephones, or nearly 40 per 
cent, are on a 2-5 basis. Conversion 


of another 20 million is planned by the 
end of 1957. This 
always entirely without opposition in 
areas where exchange names of local 
significance must be changed to those 
that are “neutral” or 


conversion is not 


“national.” 
These changes are being made though 
as a price of progress so that eventu- 
ally the 50-odd million telephones in 
this may all dial each other 
without the aid of an operator. 


country 


Someone has claimed that mass evac- 
uation of for civilian 
may not be an issue a few years hence. 
The way things are going, U. S. cities 
soon will consist of nothing but park- 
ing lots, throughways, clover leafs, and 
long concrete bridge approaches. 


cities defense 


It is 
produce 38 per 


reported that farmers today 
cent more products on 
about the same amount of land farmed 


just before World War II. 
® 


A letter recently received by us from 
W. S. of the Porto Rico Tele- 
phone Co. referred to an item on this 
page in the Apr. 23 issue concerning 
a method to prevent timber squirrels 
from gnawing lead-sheathed cable. 


Borden 


Mr. Borden suggests a method used 
in the tropics to keep the rats out of 
the coconut palms. This is accomplished 
by encircling the tree with a strip of 
tin about one foot wide at a height of 
10 or 12 feet The 
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from the ground. 


rats cannot climb over the metal guard, 


but this does not interfere with the 
climbing by men. 
This would undoubtedly prevent 


squirrels from climbing the poles, but, 
in our opinion, it would not prevent 
them from jumping to the poles and 


the cables from nearby tree limbs. 


The letterhead of the Porto Rico 
Telephone Co. carries a small cut of a 
handset type telephone in the lower 
left-hand corner with the following 
caption in Spanish: “Nada Da Tanto 
Por Tan Poco.” 

Translated it reads: ‘‘Nothing else 


gives so much for so 


little.” Perhaps 
other Independent operating companies 
to this 


attention well- 


fact. 


should also call 


known and proven 


4 

A special telephone cable now avail- 
able is claimed to be tap-proof. 
feature of this cable is 


that is 
constant 


The unusual 


a spiral of copper foil 
the 
of a sensitive relay which responds to 


any change in 


main 
tained “under supervision 
current exceeding two- 
millionths of an 

It is 
cut, 


ampere. 
that 


remove 


claimed any attempt to 
the shielding in 
an effort to tap the conductors in this 
cable will set 


trol 


pierce or 
off an alarm in the con- 
unit. 

Tapping by use of an induction coil 
is frustrated, it is claimed, by a jam- 
ming signal device. 


A recently 
type 
metically 


developed transistorized 


receiver has a her- 
that 


inches x 1% 


pocket radio 


sealed case measures 
5le inches x 2% inches. 


The small stick antenna, the battery, 
the tiny loudspeaker, and the volume 
control are outside the sealed case. 

It is claimed that this 
operate continuously 


receiver will 
hours a 
day for about 25 days with a single 


pair of penlight batteries. 


for six 


This is a single-frequency receiver 


tuned to the Naval Station NSS 
121.95 kes. It is d 
precise Naval Obs 
intervals. It 
NSS is 


and 


operates on 
to provide 
two-hour 
that 
cago day 
without 


time at 
ported received 
this 


accessories 


night on 
additional 
tennae of any kind. 


According to a 


standards in America have 
25 per cent in the last 10 years. 
70 per cent of U. S. families né 
automobiles; 59.5 per cent ow 
own homes; 98 pe} 
electricity, and about 60 per c 


television 
Per 


increased from 


sets. 
capita, spending for fo 
$372 in 


1954, and total per capita spend 


increased from $1,339 to $1,434 
1947. 
© 
The fourth annual sympos 


in the field 
and cables will be held at the Be 
Carteret Hotel, Asbury Park, N 
Dec. 6, 7 and 8. 


technical 


progress 


This meeting is sponsored JO 
the 
tory and the industry. 


Signal Corps engineering 
Last yea 
tal of 187 companies were rep? 

This 


than ever and should prove of 


year’s meeting will be 


all communicators who 


attend. 


may be 


The new telephone directory 
Chesapeake & Potomac Telep! 
for the District of 
carry a public school listing. f 


Columbia 


is cited as the reason for the o 


The cut represents a savings 
cents a month per listing, and v 
schools, this would be in the n¢ 
hood of $500 a year. Mothers v 


vised to dial NAtional 8-6000 


for the school in question. 
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recent sur'vey, 


cent of home 


signed 


atory 
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Mr. Stanley, formerly financial vice president of Southwestern Public Service Co., an electric utility with over 

million dollars in assets, is president of Corporate Services, Inc. of New York City. He is a member of 

trollers Institute of America and New York Society of Security Analysts. He serves on three committees of the 

trollers Institute having to do with federal taxation, social security and finance management. His articles are 
appearing once a month in TELEPHONY. 
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jumped up on rumors of splits or mergers and jumped again when the split or merg 
was officially announced — a duplication of values indicating the buying in the 
issues must represent a fairly low IQ. 


As to the remedy for these excesses, we think sensible capital gain tax laws 
could be most effective in normalizing the stock market by “unlocking” present 
investments. This item was "piped down” by the Fulbright Committee investigati« 
although it is recognized as a substantial factor in maintaining high stock mark 
levels by most financially sophisticated people. We'll offer our own suggestio 
on this subject next month. 


sk we ste 
cK bs ok 


WHAT WILL MONEY COST?: Good business usually means more borrowing; so shou 
the advance payments of estimated corporate income taxes in September and Decem! 
But most important to interest costs, both for short and long-term funds is fed 
government policy. With business accelerating and the stock market emulating 
recent rockets of the "Fourth," a policy of firmer money on the part of the "powers 
that be" may reasonably be expected. They'll want to hold down the business bo to 
make sure it doesn't explode at the wrong time, i. e., in 1956, before the elect 


banking, investment banking and insurance fields. To get variety of opinion, 
latest discussion was with firms or institutions different from those referred 
in previous columns. The "net-net" simmers down to a probable increase in both 
long and short-term rates by something between |} per cent to !4 per cent per an 
by middle to late Fall, with a proportionate increase in preferred stock divide 
rates. This is about the same as previous predictions, but somewhat more empha 
So we find ourselves reiterating former suggestions that those needing bond or 
preferred stock money should get it promptly if they'll need it soon (within sev 
months), but should wait, if their requirements for cash are further off. As t 
common stock equity money, the stock market level gives the answer. "Get it whi 
you can" is still the watchword. 


(The investment banking firm above referred to is Stone & Webster Securiti¢ 
Corporation, one of the leading utility underwriting houses.) 


se sk ste sk 
7 ~*~ ~*~ ~ 


DIXON-YATES: There's a story going around about a Hollywood magnate who had 
three swimming pools for his friends’ conveniences; one filled with warm water r 
those who liked to swim tepidly; one full of cold water for those who liked it that 
way; the third pool he kept empty for the convenience of his friends who didn't 
like to swim. 


The long drawn out controversy over whether federal or private power should 
serve the needs of atomic installations at Paducah, Ky., seems an equally classic 
example of going to unnecessary trouble, if the denouement is a city power plant 
Memphis, as now seems likely. We don’t follow the theory of the administration 
that municipal power is all right but federal power isn’t. It's still public fr 
and there's only a limited number of rivers capable of hydro development, but +1 
number of municipalities is legion. 


While this doesn't directly affect the telephone industry, the impact on its 
regulated "first cousin,” the electric utilities, is worth watching. Even if 


Dixon-Yates is cancelled the partisan opposition will probably go right on kicki 
the issue around as a political football for the 1956 election. 


TAX RETURNS AND RAPID DEPRECIATION: What is the Treasury Department doing a 
regulations for the 1954 Internal Revenue Code? Some regulations issued to dat: 
are in final form, while others are only tentative. Regulations pertaining to 
Section 167 — the provision for rapid tax depreciation — are in the tentative 
category so far. 


Calendar year corporate taxpayers who have obtained extensions to Sept. 15 
file their 1954 tax returns, will be unable to obtain further extensions (regardiess 
of when final regulations are issued), because present law doesn't permit exten ns 
for a total period of more than six months. To go beyond Sept. 15 would requir 
an act of Congress. 


It wouldn't be unprecedented if final regulations were issued shortly befors 
the deadline date of Sept. 15. So it seems wise for corporate taxpayers to exp] 
fully, without delay, the advisability of adopting rapid tax depreciation so tha 
they may include their election in the 1954 return and thus preserve the benefit 
of this technique as to their 1954 property additions. 
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Minnesota Commission Approves 
Sale of Eight Companies 

The Minnesota Railroad & Ware- 
house Commission on July 15 author- 
zd the Wykoff Telephone Co. to 
urchase certain properties of the fol- 


wing companies: Fillmore, Wykoff, 
Chatfield Rural; Banner, Wykoff 
herry Grove, Root River Mutual, 


South East, Free Soil and Creek Line 
telephone companies. 

date 
Telephone 


The commission on the 
uthorized the Bend 

a corporation, to 
Leeland H. 


individual 


same 
Eagle 
purchase the 
Alice M. 


owners of the 


property of and 


Scott, 


Eagle 
Bend company. 


Refusal to Accept Jurisdiction 
Explained by Arkansas Court 


handed 
Court for 
Arkansas of 


has been 
District 
District of 
the court’s reasons for refusing to ac- 
ept jurisdiction of the of the 
Telephone Co. of the South- 
est, San Angelo, Tex., for preliminary 
And pe 


A written opinion 
wn by the U. S. 
the Western 


request 


reneral 


manent injunctions against the 
Arkansas Public Service Commission. 


General had sought to restrain the 
‘mmission from enforcing its Decem- 
ber, 1954, ruling allowing the company 
mly $35,240 of a requested $302,230 
annual rate increase. 

The case was filed in federal court 
m the contention that the commission 
rates nfiscated interstate facilities, 
since e company’s Texarkana ex- 


hang 


located both in Arkansas and 


In Tex 

In refusing to accept jurisdiction, 
the co cited the so-called Johnson 
Act, which prohibits U. S. district 
courts mm jurisdiction restraining or 
suspend: ng any rate order where: 
(Ll) risdiction is based solely on 
divers of citizenship or repugnance 
of the ler to the federal constitution. 

(2) he order does not interfere 
with rstate commerce. 

(3) ie order has been made after 
reaso} e notice and hearing, and, 

(4) plain, speedy and efficient 
Teme iay be had in the state courts. 

The urt concluded that the only 
Points of the Johnson Act of which 
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consideration was in order, was whether 


the order 
commerce and 
available to 


“interferes” with interstate 
whether the procedures 
General in the 
Arkansas were plain, speedy, efficient 
and fully adequate to protect 
tutional rights. 


courts of 


consti- 


ruled that the commission 
rate order does not 


The court 
interfere with in- 
terstate commerce and that procedures 
available to the company in the state 
courts were plain, speedy and efficient, 
as well as adequate to protect consti- 
tutional rights. 

not the order inter- 
interstate 
said it “satisfied 
order did no more than fix 
charged the Arkansas 
the company.” 


As to whether or 


feres with commerce, the 
that 


rates to be 


court was said 


subscribers of 


The court claims that even if Gen- 
eral is laboring under a confiscatory 
rate in Texarkana which constitutes 


an interference with interstate com- 


merce, “such interference does _ not 
arise from the order of the commis- 
sion,” but from the fact that under 


General’s Texas franchise “it is unable 
(Texarkana) 
Texas subscribers which would yield it 


to charge rates to its 
return on its 
investment; but that is a situation with 
which the Arkansas commission is not 
and which it 


a fair and reasonable 


concerned over has no 


control. 

“There is nothing to prevent the 
(Texarkana) Texas City Council from 
relieving the company of this franchise 
provision and permitting the company 
to put into effect rates in Texas which 
would relieve it of its alleged burden 
of confiscation.” 


The court opinion went on to state 


that the court does not feel General 
would be unreasonable or discrimina- 
tory by charging different rates in 


Texarkana, Tex., than in Texarkana, 
Ark., since separate municipalities and 
separate states are involved. 

Turning to the question of the ade- 
quacy of the remedy available to Gen- 
eral in the state courts in Arkansas, 
the U. S. district court said it was 
“convinced” that there is no relief 
which the General ‘could obtain here 
that it could not have obtained in the 
state courts.” 


In conclusion, the court stated that 


“without 
state 


General, avail- 


able 


resorting to 
remedies, is asking us to 
interfere in what is, from a practical 
standpoint, essentially a local problem, 
and to overturn the considered judg- 


ment of the commission with respect 
to a matter within its jurisdiction. 
Such being the case, and in view of 


the adequacy of the state remedy, we 
feel that the doctrine of comity should 
be applied and the case dismissed even 
if jurisdiction exists.” 


Pair Plead Guilty to Forcing 
Entry to Paystation Coin Box 


$780 
outdoor paystations and 


from 15 
payment for 
damaged telephones 


festitution of stolen 


repairs to three 
was ordered for two Toledo, O., young 
men, it reported on July 9. 

The Clarke and 
Aaron McCarthy Jr., also were placed 


was 
two, Jimmy R. 
on probation for three years each by 
Juvenile Judge Paul W. Alexander. 
The pair guilty to three 
charges of forcing entry to a deposit 


pleaded 


box. 
Donald J. Bradley, assistant prose- 
cutor, said the defendants pleaded 


guilty to looting the 15 Ohio Bell Tele- 
phone Co. booths and with tearing six 
of the telephones from the wall. 


Rate Raise Authorized for 
New England T&T in Maine 


Public Utilities Commission 
approved, effective July 16, an increase 
in rates for the New England Tele- 


Maine 


phone & Telegraph Co., designed to 
yield $975,000 in additional annual 


revenues. 


The new rates include an increase 
from five to 10 cents for paystation 
calls. 


Spokesmen for New England T&T at 
an earlier based their rate 
raise request on a growth of 11 mil- 
lion dollars in net investment; wage 
increases amounting to $900,000 a 
year, and of the 1955 state 
legislature increasing the company’s 
state excise tax by about $310,000 an- 
nually. 


hearing 


action 


The commission said evidence at the 
hearing showed that the tax increase 
“nrecipitated the filing for new rates.” 
It had no alternative, the commission 
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TAKE A BIG sTEP TOwARD SAFETY 
WITH DUO-SAFETY LADDERS 








--- CUSTOM DESIGNED FOR TELEPHONE 
MAINTENANCE WORK! 


Here's one fine example of the many Duo-Safety lad- 
ders ideal for telephone maintenance work. 


Type D — a truly great extension ladder built in strict 
accordance with safety regulations. Rungs are second 
growth hickory, reinforced with steel rods and 
equipped with special automatic .locks and Duo- 
Safety's famous Safety Shoes. Made with either 
straight or parallel side rails, Type D is available in 
one, two or three sections — in a large variety of 
sizes. Write for free catalog on all Duo-Safety 
ladders. 


IMMEDIATE DELIVERIES! 


Duo-Safety ladders will be shipped immediately 
upon receipt of order! A planned stock-piling 
program assures really fast action — there's no 
delay the Duo-Safety way' TYPE 


D2 


For Information, Contact Your Supply House, or 


DUO-SAFETY LADDER CORP. 
809 Ninth Street ¢ Oshkosh, Wisconsin 

















ALLEN KANDER 


Vegotiator 


FOR THE PURCHASE, SALE AND 
FINANCING OF INDEPENDENT 
TELEPHONE COMPANIES 


1701 K St.N.W. © Washington 6,D.C. * NA 8-3233 
Lincoln Building * New York 17, N. Y. © MU 7-4242 


Walitower Bldg. * Kansas City 6,Mo. * BA 6730 
Suite 108 


111 W. Monroe St. ¢ Chicago 90, Ill. * RA 6-4256 
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said, but to consider this ‘a leg 
expense to be recovered by rat 
by the public.” 

The from 1 
raise is expected to leave the « 
$280,000 for additional net « 
according to the commission. 
$975,000 total, $385,000 will ¢ 
state taxes and $300,000 to f 


revenue increase 


come taxes. 

The additional revenue is 
to raise the return on net in 
to close to 6 per cent for the 
year. The company had arg 
earnings on net investment a 
to only 5.25 per cent last 
only about 4.5 per cent foi 
four months of the current 


though the commission had p 


said 6.5 per cent was a prope 


“It was the expectation of 


pany’s principal witnesses,” 
mission said, “that, barring ui 
contingencies, if the rate wer 

it would be a matter of some tim 


fore furthe) 


any Increases 


sought.” 
The company had called the 


an “emergency” one. It limit 


to evidence from “books of 
investme! 


“No evide) 


presented as to current value 


and actual 
noted. 


expenses 


commission 


erties, and the company atten 
avoid any fundamentally cont 
areas.” 

The latter was apparently 


the last 


February, 


erence to previous 


granted in 1953, afte 


Mate 


paid 


company had appealed to the Main 
Law Court under the state’s 
value” law. This statute requ 


commission, in figuring retu 


vestment, to take into conside 
reproduction cost of company 


ties, as well as original cost. 


The order said the way in 


new rate increases are applic 
phone users “appears to be re: 
and proper.” The commissio 
that the 10-cent minimum cl 


paystations is in effect in 44 


states. 


Stockholders of Pennsylvania 

Company Vote to Dissolve 
Stockholders of the Nicki 

Telephone Co., N 


Kbensburg : 
Pa., voted to dissolve as a col 
during a stockholders’ meeting 


The 


years 


company Wwas_ incorpo 


ago. 

It was stated that a petition 
solution: will be filed with the ‘ 
County common pleas court a1 
tificate of election 
submitted to the secretary of t 
monwealth. 


to dissolve 


com- 
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The company and Bell Telephone Co. 
f Pennsylvania, which plans to take 
ver the service, will file joint petitions 
jth the Pennsylvania Public Utility 
ommission, seeking permission for the 
hange, a report said. 

The Nicktown and Ebensburg com- 
any presently services approximately 
112 subscribers in the area. 


Kansas Independent Asks 

To Go Into Receivership 

A suit asking that the Berryton 
(Kan.) Telephone Co. be placed in the 
ands of a receiver was filed in the 
strict court at Topeka on July 20. 
B. T. Heyl, vice president and a 
stockholder in the company, filed the 


Mr. Heyl said that on March 15, 
1955, the Kansas Corporation Commis- 
sion ruled that the company failed to 
give sufficient service and that the 


mpany’s equipment had become ob- 


The commission, he said, ordered 


that on or before July 1, the company 
epair its plant, replace equipment, 
make other improvements. 


He said the company is financially 
nable to meet the requirements and 
herefore will be unable to provide its 


istomers with efficient telephone serv- 


Unless the district court grants the 
equest for receivership, he said, the 
mpany will become insolvent and los« 
ts ¢ ate rights. 

He asks the court to appoint a re- 


vi take charge of the company’s 
perty, sell it, and distribute the 


ney the proper owners. 


Southern Bell Seeks Authority 

To Take Over N. C. Independent 
The Ellenboro (N. C.) Telephone Co. 
has vot to dismantle its used system 


dn way for Southern Bell Tele- 


hone Telegraph Co. to take ove) 
the a Southern Bell on July 19 
apple the North Carolina Utilities 
Comn n for permission to provide 

Vice the community. 

Ell 0 Telephone has provided 
Service Ellenboro, Hollis, Hopewell 
ind su inding areas. Southern Bell, 
hich ady has exchanges at nearby 
Forest ty and Caroleen, estimates 
that ; t 540 persons in the area 
vould ome subscribers if a modern 
syste provided. 
Two 


uisiana Companies Ask 
To Rese Rates and Borrow 


On y 28 the Louisiana Public 


Servi ommission was scheduled to 
hear t ipplication of the Plain Deal- 
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I] “ll DISTRIBUTION CABLE 

@ Use Preformed Dead-Ends and Splices on 6 and 16-pair dis- 
tribution cable for the most efficient and economical installation. 
I To install, just strip insulation from the supporting messenger 
cable and wrap on the Preformed Dead-End or Splice. Installa- 
tions are made in a matter of seconds. Costly dead-end loops 
are eliminated and you will discover the holding capacity of 
| PLP Dead-Ends and Splices exceeds the breaking strength of 
the strand evenunder suddenimpact. They willnotslipregardless 
| of relaxation and retensioning. Like other PLP products, they 
| assure long service life under the mostadverse service conditions. 











@ Protect your jacketed messenger under pole fittings with a 
set of Preformed Armor Rods...applied right on the jacket. 


a complete line for the telephone industry. 


{ PREFORMED DEAD-ENDS 
AND TANGENT SUPPORTS 


—- LOU +=. @ Protect and hold new self-supporting cable with a firm 
“| elongated grip that distributes a low unit pressure over a 

large area... that eliminates damage to the conductor 
\ without permitting slippage. 


PREFORMED GUY-GRIPS 


- , @ Assure the fastest, most economical and efficient means 
for dead-ending guy strand and messenger . . . do not 
id | slip under any condition—impact or intermittent load- 
4 ing. They are wrapped on the strand by hand without 

A | the aid of wrenches or compression tools. Easily removed 
v4 | } for retensioning. 


PREFORMED SPLICES 


@ Are used for new construction and for repairing dam- 
aged or broken strand ... restores full strength to the 
strand. 


PREFORMED LINE GUARDS 


@ Fit snugly without the use of clamps or clips. They guard 
against concentrated stresses and are ideal for protecting 
conductors from the abrasion by trees, buildings or other 
objects. A must for protection at tangent supports. 





PREFORMED SPLINTS-AND-TIES 
aot Le aa. © Reinforce the conductor and provide protection dur- 


ing the life of the line . . . eliminate wear and chafing, 
resist slippage and greatly reduce maintenance. 


A » Consult Your Telephone Distributor 
Made in accordance with or for use under one or more of the 


following U. S. Patents: 2,275,019; 2,587, 521; 2,609,653; 
2,691,865; other patents pending. 


4 PREFORMED LINE PRODUCTS COMPANY 
5349 St. Clair Avenue e Cleveland 3, Ohio 
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© Real cool sitting 
© Quick work on cable 
° Lightweight champ 


© Die-hard battery 





by C. J. Reynolds, Stromberg-Carlson 


The few dollars you spend on reliable equipment 


today will be repaid a hundredfold in lower main- 


tenance costs for years to come. Protect your investment with the 


double guarantee offered by Stromberg-Carlson. First, leading 


manufacturers build this equipment, and guarantee it. Second, 


because we recommend and sell this equipment to the telephone 


industry, we also guarantee its performance! 


Cane-seat chair keeps 
operators cool, comfortable 


Making the operator as comfort- 
able as possible may not strike you 
as a “maintenance” problem — yet 
your service is much smoother when 
the girls are cool and relaxed. 

This operator's 
chair has a cane 
seat, which is 
much cooler, 
cleaner and more 
comfortable than 
other types. It re- 
tains all the pos- 
ture advantages 
for which Sturgis 
is famed. It is 
called the Sturgis 
SC-240. 


The posture-curved, well-cush- 





ioned backrest is covered in genu- 
ine leather. 

The exclusive Sturgis “Follow- 
Flex” feature automatically adjusts 
to the operator's every movement, 
supports her restfully all the time, 
discourages fatigue, keeps her at 
top efficiency. 

Other new and welcome features 
include a plastic-coated steel foot 
ring which retains its color, and a 


handy purse holder, available on 
request. Six seat heights, all adjust- 
able. 


New Time Saver Terminal 


When stringing plastic cable, the 
loop-through PLX Cable Terminal 
is the one to use. 





The Cook PLX Cable Terminal for plastic cable. 


It’s the easiest to install, most 
economical terminal made. No stub- 
bing—the cable is looped in and 
out. No splicing—the cable is con- 
tinuous right through the terminal. 
No potting—just put a Neoprene 
grommet in place and secure. These 





features mean time saved. ind ti 


Prote 

saved is dollars in your } cket, seen 
Made with a heavy ¢ ilvanj, ‘. 
steel frame and cable ch mber§. .. 
Cook Electric Company, ¢ utijj a 
the famous XB Bakelite iceplaf om 
Available in 6, 11, 16 a:.d 96 4 wa 
sizes for cable from 11 tv 51 pa, 
19 gauge or smaller. When ord i 
ing, specify cable to be used wid - = 
terminal so correct size gromy pe 
will be included. ae 
Fast delivery available irom yo with 
Stromberg-Carlson supply repr ied 


sentative. 


Here’s easy-handling cable— 
Aerial, burial or tucked in a dud 


You can cut installation a 
handling costs, save yourself a | 
of time, with Ankoseal lightweig] 
plastic cable. 











long 


mol 
spac 
H 


Polyethylene insulation and special jacket co per 
pound of this cable give plenty of protectid tivit 

It has polyethylene insulation th disc 
gives you excellent moisture resiff ber 
ance and thereby eliminates tif rato 
hazard of wet cable. Another ag and 
vantage of polyethylene is its hig spa 





dielectric strength, which meaf 
less lightning trouble. 
And to give you an unbeatall 


protection from weather, the 4 “ 
koseal 454 jacket compound is us¢ 4 | 
This special formula not only shry 
off climatic conditions, but 


resists corrosion, electrolysis and 
; one 
bration cracking. al 
os alh( 

Ankoseal lightweight plas 


cable is made for aerial (both m 


senger and self-supported), for du 

and for direct burial installatio# D 
Standard paired, quadded ¢ 

composite constructions 


available. 

Your Stromberg-Carlsin re?’ 
sentative is prepared to fi) imm 
ate needs with this easy. handlit 
lightweight cable. 
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Prote<t 


yourself 


fom battery failures 


You can use Exide Manchex Bat- 
tries for central office and private 


branch 


exchange equipment, and 


be sure you'll get a supply of power 
when you need it. These batteries 
have been proven daily in ex- 
changes of every size, and for 67 


years 
serving 


The 


Exide 


Batteries have been 
the telephone industry. 
manchester positive plate 


with its exclusive button-type con- 
struction 











provides 


eats: hen esaapenas 


exceptionally 





Old age, even high discharge rates, 


have 


little effect on this battery. 


long life. Latest developments on 
molded glass jars permit compact 
space-saving installation. 


Heay 


y terminal posts with cop- 


per inserts provide extra conduc- 
tivity for sustained voltage at high 
discharge rates. Microporous rub- 
ber along with slotted plastic sepa- 
rators, are impervious to chemical 


and 
spacers 


Did yo: 


herg-C 
cludes 
and <¢ 
You ¢; 
one rv 


and r 


< 


S 


electrical 


Plastic 
assure plate alignment. 


reactions. 





. . that the Strom- 
irlson general catalog in- 


i know . 


105 pages of maintenance 
nstruction supplies alone? 
‘ do all your business “under 
’ and find the same quality 
‘ability in every item. 





buted by 


® 
omberg-Carlson 
Factory, General Offices: 
CHESTER 3, NEW YORK 
Offices: Atlanta 3, Chicago 6, 
Kansas City 8, Rochester 3, 
“rancisco 3. Mfg. Branch, Dallas 


ing Telephone Co. for authority to bor- 
row funds from the REA and to in- 


crease rates and charges for service; 


also the application of Northwest 
Louisiana Telephone Co. for revision 
of rates and charges for service in 
Cotton Valley and Rodessa, and for 
authority to borrow funds. 


Two Georgia Companies Gain 
Financing OKs, Rate Raise 
Georgia Public 
on June 30 authorized the South 
Georgia Telephone Co., Sylvania, to 
sell $225,000 of first mortgage 20-year 


Service Commission 


4% per cent bonds to The Citizens & 
Southern National Bank. 
The commission also recently au- 


thorized the Wayne Telephone Co., Inc., 
Screven, to issue 300 shares of $100 
par common stock to Joe W. and Essie 


M. Martin; borrow $145,000 from 
REA, and raise rates. Approved rates 
for the Wayne company, applicable 


after improvements, expansion and con- 


version to automatic operation have 
been completed, are: 

One-party business ............. $6.00 
Two-party business ............. 5.00 
Four-party business ............ 4.00 
One-party residence ....... 3.75 


Two-party residence ............ 3.20 


Four-party residence ........... 2.75 
tural multi-party 
ee a ee 4.75 
eT ee 3.75 
Urban service extended beyond the 
base rate area: 
Mileage: per %4-mile or frac- 
tion thereof beyond the base 
rate area 
J 0.40 
eee 0.20 
POUT DAREG so iis6isa ces oes 0.10 


Kansas Independent Asks 
Permission to Issue Stock 

The Kansas Corporation Commission 
will hear application of Colwich Tele- 
phone, Inc., asking approval of $16,000 
in common stock, $10,000 in preferred 
stock and authority to borrow up to 
$96,000 from REA, it was reported on 
July 11. 


Southwestern Bell Telephone Co. has 
applied to give up a small part of its 
territory at Goddard to the Colwich 
company. 


N. Y. Commission Approves Rate 
Raises; Stock Issue OK Asked 

The New York Public Service Com- 
mission on July 21 accepted tariff 
amendments from three companies, 
and on July 22 another. The commis- 
sion was scheduled to hear on July 26, 
petition for a stock issue. 

The Ogden and Hilton Telephone 
Cos. were granted permission to estab- 
lish slightly higher uniform rates for 


subscribers of the two companies which 
are under common management at 
Spencerport. These companies provide 
dial service to about 3,600 stations. 


Because of the increased growth of 
population in the area _ served, the 
plant expansions required to provide 
service have resulted in an increase in 
plant investment of $212,000, or more 
than 50 per cent during 1953 and 
1954, plus an additional $45,000 which 
is being expended this year. 


The companies said the new rates 
were needed for additional revenue to 
enable them to continue adequate serv- 
ice. Under the new tariffs, the 10-cent 
toll charge for calls between the two 
companies will be discontinued. In the 
aggregate, the new rates will produce 
about $14,200 additional local service 
revenue. Subscribers, however, will en- 
joy a saving of $1,800 resulting from 
the elimination of the 10-cent 
company toll charge. 


inter- 


A tariff amendment approved for the 
Dryden Telephone Corp. is designed 
to increase rates, effective Aug. 1. The 
company about 1,200 stations 
through automatic offices at Dryden, 
Virgil and Etna to customers located 
in and near those three communities, 


serves 


and also Harford and Freeville. 


The company 
tions to dial in June, 1954. In addition 
to providing toll-free among 
its three exchanges, subscribers of the 
three exchanges also have these toll- 
free calling rights: Virgil, to the 
Slaterville exchange of Caroline-Far- 
mers Telephone Co. and to Cortland- 
Homer offices of New York Telephone 
Etna, to Slaterville and to the 
Ithaca exchange of New York Tele- 
phone Co.; Dryden, to Slaterville, all 
as requested by subscribers. 


In addition, the company has co- 
operated with New York Telephone, 
at its own expense, to establish facili- 
ties for direct toll dialing. The conver- 
sion of its plant and the provision of 
extra services cost the company about 
$133,000 last year and another $10,000 
is to be expended this year. In seeking 
its new rates, the company said addi- 
tional revenues were required as the 
result of the greater plant investment. 


converted its opera- 


service 


Co.; 


In the aggregate, it is expected the 


new rates will produce about $8,700 


additional revenue. 


The commission accepted an amend- 
ment filed by Edwards Telephone Co., 
to increase rates on Aug. 1. The com- 
pany, a consolidation of Edwards and 
the former Hermon Telephone Cos., 
serves about 700 stations through an 
automatic exchange at Edwards and 
a magneto exchange, scheduled for 
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sco VERTICAL. 
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a modern 
exchange 
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complete satisfact 


Keep ahead of constant pressure to modernize and 

improve service, while holding space and cost at a 
minimum. Install ESCO vertically-mounted power 

and ringing equipment, just as the General Telephone 


Company of California did at The Baldwin Park Exchange— 
EXCLUSIVE ESCO FEATURES — space-saving 


vertical mounting, completely pre-wired to fit into power 
line-ups. Advanced Interrupter design, for accurate 
and positive timing. /mproved Idler Drives, with single- 
point adjustment that stays, for smoother operation, 
longer life — plus lubricated for life bearings throughout, 
quality construction of every component. All rotating 
parts dynamically balanced, and each assembly fully tested. 


Factory built to your particular specifications, ESCO 
Vertical ringing equipment is available in standard 
or special power ratings and frequencies to 
meet your present and anticipated needs. 


Write today for full information. 


a) 


ELECTRIC SPECIALTY CO. 


176 South Street, Stamford, Conn. 
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| Revenues $2,000,000 





conversion to automatic in J ily, at ELI 
Hermon. | 

In filing its new tariff, the c mpany 
reported its plant investment ad jp. 





creased from $88,000 at the bi vinning “g 

of 1954, to $199,000 at presen: as thf 
result of its modernization } ogram, §Wwhat 0 
and that additional annual venues Uur | 
are required as a result. rinetive 
The commission was scheduled % a publi 
hear on July 27 the Rochesi Tele. wud 
eres 


phone Corp. petition for authority t 
issue and sell 195,312 shares of sjj§ But 


par common stock. pressed 
ere a 

¢ tirel) 

Emergency Rates Authorized feel ab 
For Mountain States (1) 
On July 15 the Idaho Public Utilj.§'"* 
ties Commission authorized for the =e" 
Mountain States Telephone & Tele. y 


graph Co., interim rates to allow the 
company a return varying betwee 
4.72 per cent and 5.16 per cent. The 
emergency schedule, which is that pre- 
viously authorized by the Ada County 
District Court, was allowed to go int 
effect on July 20. 

The commission said it would set y 
hearings for permanent rates at a late 
date, and that the order was not in- 
tended to modify or change in any waj ¢ 
the duty of the company to refund the ¥ 
increased schedule of rates collected 
by it during the period of May 26, 
1953, to July 20, 1955 (TELEPHONY, 
July 23, p. 32). 





Manitoba Raises Will Up 


it th 
The Manitoba municipal and _ public Jenee 


utility board has granted rate raises Bobs. 


‘ - ‘ ‘+ Biacti 
to the Manitoba Telephone System, it = 
a _ reflec 
was reported on July 16. The system ff... ,, 
is provincially-owned. (2) 


The new rates will mean 2 million #tere 


ne ¢ 





dollars annually in extra revenue. a 
Sample new rates—with former rates} Willi 
in brackets—are: Winnipeg, one-palty teler 
. - wine aie : ; telep 
residence, $3.90 ($3.65 with 15 cents - 





> (5 
off for prompt payment); Brandon, 


consi 


one-party residence, $3.25  ($9.00);) emp] 


rs . : er 7 46 B intor 
Winnipeg, business, $7.65 ($7.15). — 
; | Espe 
Paystation calls now cost 10 cents} p94, 
m™ : = el Zive 
The new rates will help emove _ 
ined =a 2 } they 
existing inequalities in rates hrough (4 
out the province” by bringing rural)... 
rates closer in line with Winnipeg's ideas 
ae ah ee sais f 
the utility board said in its judgment. }lorm 
derst 
thro 


P type 
Kansas Company Granted Raise J tunit 
The Kansas Corporation Commissio! >} W 
informed the Riverdale Mutu: Tele- of qd 
phone Co. that it could raise rates $960 E this 
. I » SU, ro 

annually, it was reported on June "Pings 


The company serves 76 custome's. abou 
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[ELEPHONE EMPLOYES 


Continued from page 17 


that they have really learned some- 


thing. 


what Do We Learn from This Report? 

iblic relations situation is dis- 

inctive, even unique. The company fills 

, public need and is ever-present. Most 
ple hold it in high regard, and are 
erested in it. 


Qur } 


But several needs have been ex- 
yessed through this study. Maybe we 
eye aware of them before, but not 
tirely aware of how strongly people 


about them. 


attitudes. 
through- 


(1) Importance of job 


There are many indications 





We Enjoy a Favorable 
Public Climate.” 











it the report of the things that influ- 
ence the way people feel about their 
bs. When people get a lot of satis- 








faction out of their work, they not only 
eflect their feelings to outsiders, but 
are more effective workers on the job. 

(2) There are strong indications that 
here is much we can do toward keep- 
ing our people better informed about 
ihe Work in other departments. The 
Williams people characterize this as a 
surprising miss on the part of the 
telephone company.” 

(3) Very often, information which is 
considered important fails to “reach” 
employes. Much of it lacks personal 
aerest 1” involvement for employes. 
papecia facts and figures, finances, 
road corporate affairs. Some say we 
hes . 
= thei too many facts at once; that 
they ca remember all they are told. 
(4) Kmployes want an opportunity 
. ask questions and express their 
; cS 1 small, two-way meetings. In- 
{ © bd ’ 
mat isn’t really absorbed or un- 
oe when it is received merely 
a written material or lecture- 
— n ings in which no real oppor- 
nity ‘speak my mind” is provided. 
Po i0ot want to make the mistake 
— ng general conclusions from 
is iy | study. This is based on find- 
ngs ly +4: 

“a iving three communities of 
apd <6 a. : : 
out Same size and characteristics 
JULY §9, 1955 


@ Time Tested, Proven, Accepted 

@ Used by Public Utilities Every- 
where 

@ Operates on Any Derrick Truck 

@ Nationwide Sales-Service 
Facilities 


Rugged construction from hardened steel 
auger to power take-off lets this time- 
tested Tel-E-Lect Pole Hole Digger work 
in all soil conditions . . . smart design lets 
Tel-E-Lect’s digger reach up on hills, 
down into ditches, or across obstacles— 
anywhere up to 20 feet behind the truck! 

Put this low cost, industry accepted 
unit on the front or rear of your utility 
truck . . . see your two-man crew dig 
a hole and set a pole in less than five 
minutes. The Tel-E-Lect digger will 
bore clean holes 10 feet deep. Inter- 
changeable augers 8” to 20” in diameter 
are offered. 

The digger is lifted by truck’s boom 
and winch. Engine power is delivered to 
the digger through a telescoping drive 
shaft and the auger can be rotated in 
either direction by shifting the PTO. 
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All Tel-E-Lect products are sold and 
serviced through a nationwide distribu- 
torship plan. You'll find your local dealer 
listed under ‘“Trucks-Equipment” in the 
yellow pages, or write direct for complete 
information. 


This 2-man utility truck is completely 
Its derrick 
and digger are stowed overhead for 


equipped by Tel-E-Lect. 


travel. 


the derrick and 


digger are raised automatically with 


Once on the job, 
the winch ... no need for a big crew 
with this compact unit. 


In two minutes the Tel-E-Lect derrick 
and digger are in position, ready to 
work. Note that the pole is used as 
additional weight to force the auger 





into the frozen ground. 


Tel-E-Lecl PRODUCTS, INC. 


10,007 Minnetonka Boulevard 





Minneapolis 16, Minnesota 
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COIN BOXES 
ARE BUSIER 


IN WYNNCO 
TRAFFIC POINT BOOTHS 





Indoors or Outdoors... 








namibia. 
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Lifetime anodized aluminum 
choice of vivid color, or natural 
finish. 


Stronger, lighter; economical be- 
cause less maintenance, lower ship- 
ping costs. 


Shipped assembled with line and 
power entrances, lights, safety 
glass panels, door closer, directory 
shelf, illuminated signs, etc. 


More comfortable because larger 
(332x332x85) and with fiber 
glass insulated roof. 


Write or phone today for 
complete specifications. 









—and in only one section of the 
country. 


How broadly applicable are these 
findings? Are there differences in the 
pattern as we move from one section of 
the country to another? Do those of 
us who live and work in major metro- 


| politan centers think and act differently 


in our public relations role? Are the 
suburbs of large cities still another 
matter? And do small towns present 


| an even different picture? 


Much remains to be learned before 
we can reach any general principles. 
But a start has been made, and one 
important fact stands out: the same job 
satisfaction that reflects itself on the 
job in improved results is reflected off 
the job in improved public relations. 


We are ambassadors—all of us. Good 


_ ambassadorship depends mainly on two 


things: Our feeling about our job and 
our having enough information so we 


| can speak with assurance. 


IN THE NATION'S CAPITAL 


Concluded from page 20 


might well represent the use of thou- 
sands of dollars in equipment tied up 
for that single operation. 

Of course, the telephone industry has 
traditionally absorbed some of these 
costs in the interest of obtaining a new 
subscriber. There has probably never 
been a period where the subscriber has 
been expected to pay the entire cost 
to the company of his installation. But 
there is a limit, as the New Jersey 
company’s action indicated. Where an 
installation cost to the company gets 
too far out of line as compared with 
the installation cost to the subscriber, 
it means that other subscribers are 
carrying an expense load for an indi- 
vidual’s benefit. 


SUBSCRIBER TOLL DIALING 


Continued from page 22 


son-to-person, collect, and coin box 
traffic. Relative to the person-to-person 
and collect traffic, our experience has 
been that along with an increase of 

25 per cent in traffic to dialable points, 

we find a 66 per cent decrease in the 

number of person-to-person and collect 

calls to those dialable points, indicating 

that the customer would rather pay for 

the call himself, or would rather make 
| a station-to-station call, than to have 
to complete the call through an opera- 
tor. 

As you know, this person-to-person 
and collect business uses more of our 
operator time, comparatively, than any 
other type, and it is of advantage to 
| the industry to reduce this traffic to a 





minimum, allowing those calls to he 
placed on a station-to-station b: is, 
The operation of subscriber t: | dig]. 
ing in our network at West« n Re. 
serve is shown in Fig. 1. Our © \npany 
is one of those companies with 4 very 
high volume of so-called sh t-haul 
traffic, being situated between the met- 
ropolitan areas of Cleveland and 
Akron, in the northeastern part of 
Ohio. Initial studies showed tiat ap- 
proximately 82 per cent of the operated 
toll traffic in our Hudson exchange 
terminated in either Cleveland 0) 
Akron, or a tributary of one of the 
other. It is elementary to see the tre- 


mendous savings which might result if 
this traffic could be handled on an auto- 
matic basis. The system we have at 
the moment is limited to Cleveland and 
Akron for the completion of toll calls, 
plus the tributaries of each. 


However, it is expandable to the 
complete “216 area” of the nationwide 
toll dialing network as wel! as ex- 


pandable to nationwide customer dial- 
ing with a few or no modifications in 
the equipment itself. From each of the 
exchanges in our system there are di- 
rect trunks to Cleveland. 

However, with our headquarters and 
commercial office being 
Hudson, it means that 
the information contained on each toll 
call to our commercial office in Hudson. 


located at 


we must get 


In the system we have, the infor- 
mation relative to each toll call is 
stored on an electronic tape. This in- 
formation is then later sent over car- 
rier facilities to the commercial office 


in Hudson, where a toll ticket is pro- 
duced giving the date, filing time of 
the call, originating telephone number, 
terminating telephone number, elapsed 
time, and the computation of the 
charges. This is done on a completely 
automatic and 


basis requires no per- 
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sonnel. 


At the present time, only two of ou! 


exchanges enjoy subscriber toll dialing. 
However, that will be expanded to two 
additional exchanges this yea) and it 
is hoped that within the near future 
our entire system of eleven exchanges | 
will be with toll | 
dialing. 


provided customer 


We, of the telephone industry, have} 


during recent years found ourselves 
continually facing the problem of Ms 
ing costs, and being a regulated indus: 
try we are not able to pass those costs 


on to the customer except at ume 
when we receive rate increases. We 
have, over the years, constantiy em 


improvement, 
to ren- 
jm- 


ployed every available 
and as a result have been able 
der to our customers continua'ly 
proved telephone service at co! stantly 
reduced cost. 
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bef The problems of compensation 
awarded Independent telephone com- 
2. panies in connection with the operation 
o. mo lone distance service has been one 
vhich has been under continued dis- 





cussion over the last decade. In recent 
al year's, it has been pointed out that the 
" e-called short-haul traffic has been 
nd non-compensatory. 


of | I believe that once more the industry 
has risen to the occasion and found a 





ed | vlution which not only reduces the 
ge § cost of operation of toll service to the | 
or company, but delivers an added con- 


| 
he | venience to the customer. This will, in 
turn, enable our companies to remain 





re- 

if fnancially strong and in a continued 
0. | position to meet the demands of our | 
at @ growing population, and the resulting | 
nd § increased number of potential telephone 

ls user's. 

he #7 ' 

“I THE OPERATOR'S CORNER 

ip 

x. Continued from page 23 


al- f ian smoked sausages with home-made 
in § tropical preserves. 

As we sat at table, we would drop 
a few morsels in the water for the 
fish that were swimming around wait- 
nd f ing for a tidbit. What a _ heavenly 
at § spot! Scenery, delicious food, a balmy 
ret B breeze, and delightful company. Have 





oll J you ever experienced something that 
on. § you wish would never end? This was it! 
or- After breakfast we started on our 
is J trip across the other side of the Island 
in- f of Kauai. As we started on our way, 
ur- Ff we saw them place a pig on a spit, all 
ice J white and ready for roasting. When 
10- # we returned in the late afternoon, the 
of f pig was a beautiful brown, but one 
er, § of his hoofs was almost detached and 






Alphaduct drop wire is designed 
and built to be the longest lasting 
drop wire you've ever installed. 

It’s tested... completely, thoroughly and 
often to make sure that every single 

coil is up to Alphaduct’s rigid standards. 


ed | kept dragging, which troubled Reiko. 
the Ff Some good meat was going to waste. 

ely The afternoon was delightful. In 
“' — addition to seeing an abundance of 
beautiful scenery and historical places, 
uur) We saw truckloads of sugar being 
ng. | readied for shipping to the mainland. | 
wo) At the end of the day, we were es- 





Here’s how the insulation 
is tested to make sure it won't crush. 


it | corted to the airport and I was pre- Short —— of pe inna are 
ire sented a beautiful bag, made of native ypgrortse oe ae Be 

yes} materia! i ‘ « thic oe ‘ ~ Saha 
, light as a feather, which | plates are then forced together at uniform 


oll | have carried on several occasions, with 
the greatest of pride, since returning 
ive| ‘0 the mainland. The bag will be on 
ves | display with other mementos from the 
‘is- | Hawa in Islands at the Pioneer meet- 
us- | Mg in Chicago in Room 535-A at the 
sts § Conra:’ Hilton Hotel. 

nes Wit) a feeling of regret, Reiko and 
We f I boa ied our plane at 5:30 p.m. to 
m- — return ‘o Honolulu. I shall always re- | 
nt, f Memb ~— the gracious hospitality of my 


speed until the insulation crushes. 

Alphaduct parallel drop wire has to withstand 
a minimum load of 1500 pounds before 

it breaks. Each conductor of Alphaduct twisted pair 
will withstand a 1000 pound pressure. 


You don’t have to worry about a little 

rough handling breaking down this kind of tested 
insulation. Try Alphaduct drop wire. It's 

dated, so you can see for yourself the extra wear it provides. 


A L P H A DUCT WIRE AND CABLE COMPANY + MILLTOWN, NEW JERSEY 


en- frien: yn the Island of Kauai. NATIONAL DISTRIBUTORS « LEICH SALES CORPORATION, CHICAGO, ILLINOIS 

im- ei; took me to the Edgewater REGIONAL DISTRIBUTORS * PANKEY SUPPLY CO., CHARLOTTESVILLE, VA. 

tly | Hotel ind after a good shower and THE LINDSAY TELEPHONE SUPPLY CO., CLEVELAND, OHIO 
chang of clothing, I was pleasantly 
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_ANSWERED 


_ caer 
telephone wiring with 
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' mignaneensecine 


Overfloor Raceways 
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The increasing need for con- 
veniently located telephone out- 
‘lets in business and industrial 
buildings makes economical, 
flexible wiring layouts a neces- 
sity. Pancake is easily installed, 
extended or relocated ... puts 
outlets anywhere they’re need- 
ed. Heavy gauge galvanized 
steel and special “trip-proof” 
construction make Pancake the 
safest, surest way to carry tele- 
phone wiring to the point of use. 


Pancake meets all code and 
telephone company require- 
ments. Two interconnecting 
sizes meet all installation needs. 


1582T i ] 





| 
a0 @ 
1508T 
1582T Connector is OH 
used in conjunction 


with 1508T Bracket to attach 
B Station Tubing to desks or 
baseboards. Also used without 
bracket for attaching B Sta- 
tion Tubing to PANCAKE 
floor outlets, 


‘ = 


For tull intormation, write to Dept. T7 


THE WiReMoLD COMPANY 
Hartford 10, Conn. 


Makers of: 


Wiremold Surface Raceways 
Plugmold Multi-Outlet Systems 
Pancake Overfloor Raceways 





surprised to receive a telephone call 
from Bill Kea stating that he and his 
wife Sybil would like to drop around 
to see me if it suited my convenience. 
There was no question about that and 
soon they were in my hotel room where 
another surprise awaited me. A tape 
recording had been made of my con- 
ference call and Bill played it for me. 
It was fun to hear the conversation 
played back and hear some of the con- 


versation I missed due to the excite- 
ment of the occasion. 
Bill and Sybil suggested taking a 


ride and I was delighted to go. It was 
thrilling to see all of the lights on the 
Island at night and the home of Mr. 


Harrington, retired employe of the 
Hawaiian Telephone Co., where the 
John A. Balch Chapter of the Inde- 


pendent Telephone Pioneer Association 
was founded. 

We stopped at Bill and Sybil’s home 
for a brief visit with their little daugh- 
ter who, at the time of our arrival was 
deeply engrossed in a TV program. She 
is a sweet little girl but I imagine she 
was not too happy to have us intrude 
upon her program. Adults do _ the 
strangest things, but I was so glad to 
have an opportunity to meet her and 
we did not tarry long. 

Somehow my likes became known to 
my friends on the Islands. 
“Menehune” (a mischievous dwarf) 
informed them that I am fond of ice 
cream in any form so, when Bill sug- 


Probably a 


gested a little of this refreshment, I 
was ready to go. When we looked at 
the menu, there was a dish pictured 


that was huge and it had about every- 
thing in the way of fruit on it. Bill 
suggested I have this dish and it did 
not take any persuasion to make me 
agree. Sybil had one, too. Bill settled 
for a sundae. 

When our refreshments came, I was 
amazed at the size of Sybil’s and mine, 
but we managed to eat all of it. When 
Bill picked up the sales slip, there were 
two items of fifty-five cents each, which 
of course, were the items Sybil and I 
had, with a amount and the 
letters ““BO”, which was what Bill had. 
The letters “BO” bothered him and, 
when the waitress came to our table 
he queried, “What does that “BO” 
mean?” Much to Bill’s relief the wait- 
ress said, “Berries only.” I forgot to 
tell you I also had a piece of luscious 
coconut cake with my sundae. 


lesser 


Another delightful evening came to 
an end and the next article I write will 
be the end of the series relating my 
experiences on the Hawaiian Islands. 


Need for Sifting 
Statistics are no substitute for judg- 
ment.—HENRY CLAY. 





WASHINGTON—OREC ON 


Continued from page 29 


tance services. This project is 1 


one 
of general promotion, but one in vhich 
we sell specific uses of long disiance. 
The plan provides for measuri the 
amount of long distance the cu: ‘tome, 
would otherwise not use. We have 
found that our salesmen are sti 


iulat- 
ing additional long distance usage jin 
excess of $80,000 per year per 


1an— 

that is added revenue.” 
Another reason for selling, he said, 
is that recent public opinion surveys 
show that over 30 per cent of the tele- 


phone users still think of the telephone 
as a convenience rather than a 
In time of economic stress, what 
do we give up first?” 


neces- 
sity. 

Mr. Wiedemann strongly urged go- 
ing after the communications business 
of right-of-way companies, and he de- 


scribed his 


sales 


this 


company’s program 


to secure as much of revenue as 
possible. 

He told of Pacific T&T’s research to 
find out why these companies were pro- 
Al swel's 


ailway 


facilities. 
pipe 


people may be summed up as follows, 


viding their own 


received from line and 


he said: 


“The first and probably the most im- 
portant reason was that from all the 
evidence they had they thought we were 
not particularly interested in thei 
business. We had failed to go after it. 
We had not acquainted ourselves with 
their particular problems and_ hence 
we did not know what they needed. 

“Other 


reasons were: 


“We blew hot and cold in our efforts 
to solve their problems. 

“Our rates were not realistic in some 
cases. 

“Our maintenance wasn’t so hot on 
some circuits and particularly during 


off hours—nights and week-ends, etc 


“It took the telephone companies too 


long to figure out what the right-of- 
way companies needed, how much it 
would cost and when it could be pro- 
vided. 

“It took us too long to do the job 
after the decision to buy had _ been 


reached. 

“Our interconnecting agreements 
needed bringing up-to-date. 

“In most of these comments or criti- 
cisms the finger pointed at the tele- 
phone business as an industry and not 
just the Bell System.” 


Mr. Wiedemann then explained what 
Pacific T&T has done about the above 
criticisms. 

The concluding address was given by 
Edwin H. Adams, associate ofes- 
sor of communications, Univers'ty 0° 
Washington. Professor Adams poke 
on the subject, “What Have You Got 
to Say?”, citing the many improve 
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BB hey all LOUK alike! 





TRUE, poles do look alike. But with poles it's just 

as with pencils and potholders, wise buyers realize 

that “look alikes'’ may not perform alike. 

Taylor-Colquitt poles may look like many others... 

yet year after year will out-perform others. They 

assure maximum strength, uniform high quality and 

consequently last far longer. 

Why? Because of Taylor-Colquitt's long established 

policy of: 

First — Make the finest poles today ... 

then — find through research how to improve 
for tomorrow. 

Because of our emphasis on research, our poles 

are better today than ever before. 

When it comes to “look alikes" in poles, two good 

guides many buyers use are: 


(1) Their own experience. 
(2) The reputation of the manufacturer. 
That's why we are so careful to keep on pioneering 


in new methods and improving our poles through 
research, 


Distributed by AUTOMATIC ELECTRIC SALES 
CORPORATION and LEICH SALES CORPORATION. 


TAYLOR -= COLQUITT CO. 


SPARTANBURG, SOUTH CAROLINA 





PLANTS AT SPARTANBURG, SOUTH CAROLINA AND WILMINGTON, NORTH CAROLINA 








For Your 


x * 


THE ANALYSIS AND PRESENTATION 
OF ENGINEERING PROBLEMS 


(In Two Volumes) 
By HARRY C. WALKER, B.S., C.E., Ph.D. 


Plant Training Supervisor, Southern Bell Telephone & Telegraph Co. 


Volume | is a simple yet comprehensive treatment of the 
normal thought process applied to engineering problems. This 
volume also sets forth the principles of logical analysis in the 
light of emotional bias and other disruptive factors and ex- 
plains how these may be applied, in writing, to engineering 
presentations. 

Volume Il is essentially an English handbook, written par- 
ticularly for engineers. Using the decimal reference system, 
this book permits easy and rapid reference in the “language 
prot.lems" of the engineer. 


PRICE: $2.50 PER SET 
SEPARATE VOLUMES: $1.50 EACH 


ORDER FROM 


TELEPHONY PUBLISHING CORP. 


60% SOUTH DEARBORN STREET CHICAGO 5, ILL. 


ote: We also distribute Dr. Walker's other books: 


ORAL EXPRESSION IN SUPERVISION 
THE FUNCTIONAL ELEMENT IN SUPERVISION 
THE HUMAN ELEMENT IN SUPERVISION 
OFF JOB TRAINING 
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Stainless Steel Lashing Wire 


neat and lasting job 


@ PAGE Stainless Steel Lashing 

Wire is ideal for lashing insu- 
lated conductor cables toa 
strand messenger—either by 
Neale or Western Electric ma- 
chine. Coils of lashing wire are 
tailored to fit machine speci- 
fied. Use of PAGE Stainless Steel 
Lashing Wire insures a far 
neater and longer lasting job 
than produced by old-fashioned 
methods. 

AVAILABLE IN 3 GRADES 
Type 430 ¢ for use with galvanized steel messengers 
Type 302 ¢ for use with stainless steel messengers 
Type 316 © for use under severe corrosion conditions 

All types can be furnished in two sizes—.065 and .045 


For full information about PAGE Stainless Steel 
Lashing Wire, write to our Monessen, Pa., office 


Page Steel and Wire Division 


AMERICAN CHAIN & CABLE 


—gives 

















Monessen, Pa., Atlanta, Chicago, Denver, Detroit, Houston, 
Los Angeles, New York, Philadelphia, Portland, Ore., 
San Francisco, Bridgeport, Conn. 
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| ments in telephone, radio and televi- 
product of the month sion. He listed some of the inventions 


being perfected and some to come in 
the future, then asked the question, 
“What have you got to say about the 
use we will make of these wonderful 
gadgets?” He set the audience think- 
ing about what these new inventions 
| may do for the welfare of humanity. 





Three functions held during the con- 
vention included the ladies’ luncheon, 
which was attended by 150 ladies, the 
banquet, and the Pioneer luncheon. At 
the banquet, Wade Dean, president of 
eins ects | the Oregon-Washington Telephone Co., 
CABLE SHEAVES White Salmon, Wash., in celebration 
; ; of his 50 years completed in the tele- 
The finest quality cable sheaves avail- phone business and because of his 
able. These sheaves (S, L & B) are resignation from the board of trustees 
used with the Dodge B Pulling Frame. of the Washington Independent Tele- 
Bronze bushed to an inside diameter | phone Association, was presented by 
of 134”. Sold separately from the L. M. Curry, on behalf of the members 


A : d of the Oregon and Washington asso- 
Pulling Frame. Available in 11, 20% ciations, a miniature “ole rockin’ 


and 27% P.D. for 3’ maximum cable chair” (see cut), with an order on his 
size. Wt. 15, 27 and 38 Ibs. local furniture company for a rocking 
chair to fit. This was presented to 
Mr. Dean in appreciation of his un- 
tiring efforts over the years in asso- 
ciation work. Mr. Dean, deeply moved, 
thanked the members, impressing upon 
them that he was not retiring to the 
rocking chair as yet but that he was 





PRICES FURNISHED UPON REQUEST 





a FOUR-CHANNEL OPEN-WIRE 
Troe CARRIER-TELEPHONE SYSTEM. 


This is a high-grade long-haul system compatible 
with three-channel type C, OA-11/FC and 
OA-12/FC systems. The fourth toll-grade channel 
has been obtained by advanced filter and 
oscillator-network design without changing the 



































frequency allocation or degrading the per- 
formance of the three carrier channels or of the 
physical circuit. Transmission in one direction is 
in the band 3.4 kc to 15.65 kc, and in the other 
direction in the band 17.95 kc to 31.4 kc. On 
copper conductors repeater sections average 
200 miles, and high-grade circuits several 
thousand miles in length can be maintained 
under all climatic conditions. 


Type AN/FCC-10 Carrier-Telephone Terminal manufactured 
for the U.S. Army Signal Corps. This terminal includes regu- 
lated-tube rectifiers, d-c telegraph composite sets, line pro- 
tectors, operator’s telephone set, 4-wire terminating sets, v-f 
signal converter type CV-399/FCC, and all accessories to form 
a complete packaged 4-channel terminal. It is moisture- and 
fungus-proofed, and meets all applicable MIL specifications. 
It is a-c operated. 





ENGINEERING PRODUCTS 


1080 UNIVERSITY STREET, MONTREAL 3, CANADA 
Telephone: UNiversity 6-6887 Cable Address: Radenpro, Montreal 


MANUFACTURERS OF CARRIER-TELEGRAPH, CARRIER-TELEPHONE AND BROAD-BAND RADIO SYSTEMS 








merely stepping out of the b ard of 
trustees of the Washington ass. cjatioy 
in order that his co-work Do 
Childers, might represent th: 
pany in association affairs. 

The Washington association ‘lected 
the following to the board of t: ustees: 
W. F. Barnett of Vashon; Le: Bolles 
of McCleary; Don Childers of Sunny. 
side; L. M. Curry of Yelm; Ray Dal- 
ton of Everett; Hugo Finholm of Gig 
Harbor, and B. L. Gaines of North 
Bend. 

Also A. L. Gately of Orting: Man- 
rice Hull of Forks; W. R. Jarmon of 
Spokane; W. C. Mumaw of Aberdeen: 
William G. Pottratz of Cowiche; J, R. 
Reybolds of Naches; R. E. Rudolph of 
Ellensburg, and G. J. Stover of Mount 
Vernon. 

The Washington trustees elected th. 
following officers: President, W. R. 
Jarmon; vice president, W. F. Barnett, 
and secretary-treasurer, J. W. Bake 
of Spokane. 


com- 


The Oregon association elected th 
following directors: M. F. Berglund of 
Wacoma Beach; Lowell Brown of Sil- 
verton; John Cavanaugh of La Grande: 
taymond M. Crockett of Redmond: 
Lyle Cross of Beaverton, and Rodney 
Cummings of Philomath. 

Also Floyd Day of Estacada; Ea: 
Dean of Hood River; Don F. Gibbs of 
Cave Junction: D. O. Hood of Medford; 
E. R. Hood of Portland; Leon L 
Roome of Halsey; L. E. Scott of Le- 
banon, and H. O. Wiswell of Haines. 

The Oregon directors re-elected the 
following officers: President, John H 
Dillard of Nehalem; vice _ president, 
Lambert Miller of Clackamas, and sec- 
retary-treasurer, Leslie A. Gritten of 
Everett, Wash. 


Virginia Independent Closes 
$350,000 Loan With Berkshire 

Lexington (Va.) Telephone Co. has 
closed a 25-year first mortgage loan 1 
the amount of $350,000 with Berkshire 
Life Insurance Co., Pittsfield, Mass. 
Purpose of the financing was for re 
funding of bank notes. 

This was Berkshire’s 38th piece of 
financing for an Independent telephone 
company. 


OBITUARY 

DELBERT J. DEUINK, 68, president of 
the Stockton Telephone Co., Cassadaga, 
N. Y., died on July 15. He purchased 
the telephone company in 1942 from 
the estate of Burnie Lewis. He als 
was instrumental in organizing the 


| Clymer Telephone Co. and had serve 
| as its president for several yeas. 


A Note on Moderation 
Whatever makes man a slave takes 
half his worth away.—POopE. 
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White Appointed Controller of 
Rochester, N. Y., Company 


H. “lwood White, assistant to the 
ontroller of Rochester (N.Y.) Tele- 
phone Corp., was appointed controller, 
effective July 16. In his new capacity, 
Mr. White will be responsible for all 
accounting functions of the corporation 
and will report to the president. 


Mr. White is a graduate of The 
University of Rochester and entered 
the employ of Rochester Telephone 


1922 as a clerk in the engi- 
department. He 
uently promoted to assistant engineer 
1927 transferred to the plant 
lepartment. In 1930 he made 
hief clerk to the plant superintendent. 

1934 to the 
xcounting department staff ac- 


Corp. in 
neering was. subse- 
and in 
was 
transferred 


he was 


as 


untant. He was made Chief Account- 
int in 1949 and a short time later 
hecame assistant to the controller. He 
as elected assistant secretary of the 
poration in 1952, 

Mr. White succeeds Arthur S. Gib- 
son, vice president, who has been in 
harge of both the financing and ac- 
ounting functions of the company. In 


the future, Mr. Gibson will devote his 
ntire time to financing matters. 

C. E. Schafer Named Secretary 
Of Indiana Company 
Clifford E. Schafer, 
iuditor of the 
Telephone Co., Terre, Haute, Ind., has 


secretary and 


Citizens Independent 


esigned and will assume the position 


f secretary, assistant treasurer and 
auditor of the Home Telephone & 
Telegraph Co., Fort Wayne, Ind., it 


Vas l'¢ 


ported recently. 


Mr. Schafer began his association 
with the Citizens company in February, 
1924, the accounting department. 
| He replaces Fred J. Tellman who 
served Home T&T for 42 years prior 
to his death on May 15. 

Robe Mutch, former assistant sec- 
fetary and auditor of the Blue Moun- 
tain Telephone & Telegraph Co., Ban- 
gor, Pa., has been appointed secretary 
of Citizens Independent Telephone Co. 
to succeed Mr. Schafer. Mr. Mutch 
has been engaged in telephone account- 
ing werk since May, 1934, when he 
Starte’ as plant accountant for the 
Illinois Telephone Co. at Jacksonville. 
Owne-s of Alabama Independent 
To Purchase Two More 

T. ¢ Crutchfield, owner and mana- 
ger he Camden (Ala.) Telephone 
Co., iounced recently that he has 
8iven option to purchase the com- 
<p Minor Corman and William 
» 


ian, of Atmore, Ala. 
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The Cormans, a father-and-son team, 
who own and operate the Southland 
Telephone Co., stated that they also 
have an option to buy the Thomaston 
Telephone Co. Tate, of 
Camden. 


from James 


They expect to exercise their options 
and purchase the two telephone sys- 
tems on the completion of studies and 
plans now in progress. 

The 
the Atmore exchange since 1943. Minor 


Cormans have been operating 
Corman is president of the Southland 
Telephone Co.. William 
of the Alabama-Mississippi 


Independent Telephone Association. 


is 


Corman 
president 


Roy Price Named Manager of 
Paul Bunyon Telephone Co-op 
of Grafton, N. D., 
Earl Larson as manager of 


Roy Price has 


succeeded 


the Paul Bunyon Telephone Coopera- 
tive, Bemidji, Minn. Mr. Price was 
formerly an installer in Los Angeles 


for the Pacific Telephone & Telegraph 
Co. He previously spent 2% years in 
telephone construction and installation 


at Ashtabula, O. 
Mr. 
Electric 
managing the telephone group in addi- 


Beltrami 
has 


the 
and 


is with 


Larson 


Cooperative, been 


tion to his regular duties. 


! 


NOW! 
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NICOPRESS 


R ECAUSE we purchased a warehouse 
stock of these fine No. 31-C Q Nicopress tools 
from the armed services we are able to pass 
the savings on to our customers. Every tool 
gyvaranteed to be brand new and in perfect 
condition, complete with gage and adjusting 
wrench. 


PRICE EACH 


In 


$3.95 


3.69 


We pay the freight when full cases of 25 tools 
cre ordered. 


lots of 6 or more, each 


LINE EQUIPMENT SALES 
’ uU TH HDEAREORN STREET 


CAGO . LinOTS 






















For ELIMINATING 
neem 
Service Calls! 


You wouldn't think a cat's “meow” could 
decrease your service calls, but the Lorain 
Howler, which produces a signal tone very 
similar to a cat's ‘‘meow’’, does just that! 
Should your subscriber leave his receiver 
off the hook, the Lorain Howler will start 


its 


subscriber locates the source of the noise 
and 
line to service. 





**meow'’ and will continue until the 


replaces the receiver, restoring the 
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Install 


CABLE 
BREATHERS 


When your aerial exchange cable 
plant develops fatigue fractures 
in the cable sheath. 


Protect against moisture entrance 
into cable interiors, resulting in 
wet pairs and low Fidelity service. 


CABLE BREATHERS are eco- 
nomical, $35.00 per mile for 
material. No moving parts—No 
maintenance—No special tools 
required. 


Write for details to 


CABLE BREATHER 
CORPORATION, INC. 


P.O. Box 148 
Kansas City, Kansas 








TELO-CATER 


Patent No. 2142304—Pat. pending 
*Reg. U. S. Trade Mark 


Locates shorts, crosses, grounds and 
opens in cable, drops and aerial wire 
without necessity of climbing poles. 
Cuts trouble shooting time and gas 
mileage. 


identifies pairs in cable. 

Locates buried conduit, water and gas 
pipes. 

Locates concealed wiring between 
walls in building. 


A TELO-CATER unit will save you many hours 
of line search for trouble spots. it is simple in 
design, to operate, and tone tocates fine 
faults : 

ORDER DI —Ali TELO-CATER units are 
sold with satisfaction guarantee. All 
orders are shipped direct from the factory. 
Write or phone for prices and delivery schedule. 


CUMMINGS & NOTT 


PHILOMATH, OREGON 


Ohio Judiciary Committee 
Kills Utility Rates Bill 


The Ohio House Judiciary Committee 
on June 1 killed a proposal to change 
the state’s utility rate-making law, 
which provides that utility rates must 
be established under a 
cost new (RCN) formula. 

This means that Ohio utilities and 
their public will continue to enjoy the 
benefits of RCN operation at least for 
the next two years. 


reproduction 


Governor Lausche had strongly ad- 
vocated a new utility rate-making law. 

In commenting on the decision to re- 
tain the RCN rate-making formula, the 
Cleveland News said: 


“In one or two scattered precincts, 
there has been a protest because the 
Ohio House Judiciary Committee has 
voted overwhelmingly not to change 
Ohio’s present utility rate formula 
law. 

“Tf Ohio utility customers were being 
charged excessive rates, a change in 
the rate formula would have been in 
order. 

“Nationwide comparative utility rate 
figures prove they are not. The rates 
in Ohio and in Cleveland are among 
the lowest in the country. 

“Present state laws give the Ohio 
Public Utilities Commission full power 
to change rates if it finds them un- 
reasonable. 

“There was convincing testimony be- 
fore the House committee that the 
vague formula proposed to change the 
present formula might even result in 
higher rates and protracted litigation.” 


Owners of lowa Independent 
Sell to Another Company 


H. W. Aringdale and sons sold the 
Piehn Telephone Co., Alta Vista, Iowa, 
to the Central Telephone Co., 
Cedar Rapids, it was reported on July 
6. The new owners took possession on 
July 1. 

The Aringdales bought the 
company in February, 1953. 


Iowa 


Piehn 


Chase-Manhattan Bank Agrees 
To Loan Ohio Company $85,000 


The Hopedale Telephone Co., Rock 
Creek, O., which serves 450 stations, 
has received an $85,000 commitment 
from the Chase-Manhattan Bank of 
New York City to finance its expan- 
sion-modernization program, William 
McClusky, president, 
July 19. 

In extending the credit to the com- 
pany, the bank proposed that its pre- 
ferred stock position be increased by 
$14,400. 

Mr. McClusky said the 


announced on 


preferred 


| stock is being offered for public sale 
| at $100 a share with 6 per cent annual 


dividends. 


Mr. McClusky said the Hopeda 
change expects to cut over an 
matic system in October. 

Effective July 15, the Bloomi 
(O.) Telephone Co. consolidate: 
the Hopedale company, Mr. Me‘ 
announced. Mr. McClusky is als 
dent of the Telephon 
tock Creek. 


Citizens 


Three Gary Group Companies 
Negotiate Bond Sales 


Three subsidiaries of Continental] 
Telephone Co., Wilmington, Del. (Gary 
Group)—Illinois Telephone Co., B 
ington; 


om- 
Nebraska Continental Tele- 
phone Co., Columbus, and Texas Tele- 
phone Co., Sherman—have negotiated 
bond sales recently. 

Illinois Telephone Co. sold to one in- 
stitution one million dollars of first 
mortgage 5% per cent 30-year bonds, 
to mature July 1, 1985. 

The funds secured will be used by 
the Illinois company for the purpose of 
extending and improving its telephone 
plant and equipment. 

Illinois Telephone Co. serves approxi- 
mately 65,000 stations located in 42 
communities. 


Nebraska Continental Telephone Co. 
sold to two institutions $500,000 aggre- 
gate principal amount of first mortgage 
tf per cent 20-yea1 
Apr. 1, 1975. 

The funds secured will be used by 
Nebraska Continental to convert cer- 


bonds, to mature 


tain of its exchanges from manual to 
automatic operation and to extend and 
improve its telephone plant and equip- 
ment. 

Nebraska Continental serves approx- 
imately 20,000 stations located in 31 
Nebraska and Kansas communities. 


Texas Telephone Co., was reported to 
have sold to two institutions one mil- 
lion dollars aggregate principal amount 
of first mortgage 35s per cent, 25-year 
bonds, due in 1980. The sale was nego- 
tiated by White, Weld & Co. 

The proceeds will be used by the 
Texas company for extension and im- 
provements in its telephone plant and 
equipment. 

The company serves approximately 
33,000 subscribers located in 20 Texas 
communities. 


Natural Curb on Excess 


Right and truth are greater than any 
power, and all power is_ limited by 
right—BENJAMIN WHICHCOTE. 


TELEPHONY 





